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Health Insurance Assn. Elects 
Travis Wallace At Chicago Meeting 


Health Insurance Assn. of America, 
having disposed of all the details of 
organization, is now getting up steam 
for a full schedule of activities in a 
wide area. At the annual meeting this 
week in Chicago marking HIA’s sec- 
ond birthday, the members endorsed 
a national advertising.campaign and 
prepared to approach such problems 
as the Forand bill with a good deal of 
affirmative ammunition taken from 
the record of the past 10 years. 

More than 400 registered for the 
Chicago meeting. to attend an excep- 
tionally. fine program of speeches and 
panel discussions. An unusually high 
percentage of the program participants 
were from outside the insurance busi- 
ness, demonstrating not only the many 
areas in which A&S insurance crosses 
lines with doctors, hospitals and oth- 
ers, but that the business has reached 
a point where it has established com- 
munications with these outside groups 
and is in a position to work with them 
at high levels. The program arranged 
by E. J. Faulkner of Woodmen Acci- 
dent & Life, the first president of 


HIA, was as comprehensive as could 
be hoped for at any insurance meet- 
ing. The members got a chance to 
view their business from the stand- 
point of the customer, the company, 
the doctor and the hospital. 

Travis T. Wallace, president of Great 
American Reserve of Dallas and a 
spellbinding orator on the subject of 





Detailed reports of all sessions of 
HIA meeting, and convention pho- 
tographs begin on page 29. 








salesmanship, was advanced from 
vice-president to president of HIA, 
succeeding J. Henry Smith, under- 
writing vice-president of Equitable 
Society. Mr. Smith and Mr. Wallace 
shared the duties of presiding officer 
at the Chicago sessions. William R. 
Shands of Life of Virginia, who has 
been secretary of HIA since it was 
organized, asked to be relieved of that 
position and is succeeded by Dutton 
Stahl of Iowa State Travelers Mutual. 
H. Clay Johnson of Royal-Globe group 


stays on as chairman of the public 
relations committee, an elective office 
of high rank in the HIA. 

The business of elections and com- 
mittee reports was dispensed with at 
the first session Monday afternoon, at 
which Mr. Smith gave his accounting 
as president, mentioning that the as- 
sociation now is ready to go under 
full sail. 

The report of Robert Neal, general 
manager, and his staff, was astonish- 
ingly comprehensive. It covered not 
just the local waterfront but the en- 
tire coastline and for many miles into 
the interior. As he came to items that 
were under the wing of one of his 
staff members, Mr. Neal would re- 
linquish the platform and John Han- 
na, J. F. Follmann Jr. and others dis- 
cussed the matters with an intimate 
knowledge of what was involved. The 
members commented that this was a 
stimulating, revealing look at the en- 
tire panorama of health insurance 
problems and accomplishments. 

At the first general session Tuesday 


(CONTINUED ON PAGE 37) 








Atwell Heads 
Life Counsel Assn., 
Succeeds Bartels 


Webster Atwell, general counsel of 
Great National Life, was elected pres- 
ident of Assn. of Life Insurance Coun- 
sel'at the spring meeting held at White 
Sulphur’ Springs. 

He succeeds Millard Bartels, general 
counsel of Travelers. 

B. M. Anderson, vice-president and 
counsel of Connecticut General, was 
elected vice-president and Chester L. 
Fisher Jr., ‘assistant vice-president 
and assistant to. the president of 
Metropolitan Life, was _ re-elected 
secretary-treasurer. 

The executive committee includes 
Abram T, Collier, vice-president and 
general counsel John Hancock; George 
L. Gordon, general counsel Business 
Men’s Assurance; John W. Graham, 
general counsel Imperial Life of Can- 
ada; Harry S. Redeker, general coun- 
sel Fidelity Mutual Life, and Daniel 
J. Reidy, vice-president and general 
counsel Guardian Life. 


NQA Qualifiers Set 
New Record: 16,020 


-WASHINGTON—National Assn. of 
Life Underwriters has practically com- 
pleted processing a new record num- 
ber of 16,020 national quality award 
applications. Of this number, 15,432 
agents have qualified thus far as con- 
trasted with 1,279 winners for 1945, 
the first year the citations were 
issued. 

Awards now are being mailed out 


YIIM 


from NALU headquarters here to sec- 
retaries and executive secretaries of 
local associations for presentation at 
late May or June meetings, said Ann 
Bickerton, NALU director of field 
service, who supervises the NQA ac- 
tivity. Ten-year plaques have already 
been mailed. 
Mrs. Bickerton’s tabulation shows: 
—That 342 agents have qualified all 
14 years that the award has been 
given; 
—That 
about 635; 
—That women winners number 162; 
—That CLU winners number 1,322. 
The figures may change slightly 
after reappraisal of a few applications 
pending. 
Qualifiers in 1957 numbered 14,931. 
The award is given by NALU and 
LIAMA. 


10-year winners number 


f 





‘Vaulting Vicar’ To 
Address First NALU 


Session At Dallas 


WASHINGTON—The Rev. Robert E. 
Richards, Olympic pole-vault champ- 
ion, is the first speaker to be an- 
nounced for the 1958 annual conven- 
tion of National Assn. of Life Under- 
writers at Dallas, Sept. 7-12. The 
speech of the “vaulting vicar” will cli- 
max the Thursday morning general 
convention session Sept. 11. 

Widely hailed as a public speaker, 
Mr. Richards has delivered as many 
as 300 addresses and sermons in a 


single year. Besides his roles as clergy- 
(CONTINUED ON PAGE 39) 





Big-Case Agents 
Agree On Tests For 


Financed Insurance 


Merril P. Arden Succeeds 
Preble As Head Of Assn. Of 
Advanced Life Underwriters 


WASHINGTON—A set of criteria for 
the sale of f-nanced life insurance, gen- 
erally known as 
bank-loan in- 
surance, was 
adopted by Assn. 
of Advanced Life 
Underwriters at its 
first annual meet- 
ing, held here. 

The association 
was formed last 
September, an out- 
growth of infor- 
mal efforts to pro- 
tect the tax deduc- 
tibility of interest 
on loans used for financing the pur- 
chase of life insurance. While the asso- 
ciat'on has other object ves, it has been 
so closely tied to the sale of financed 
life insurance that it felt a responsibil- 
ity for drawing up a set of guideposts 
for use in its sale. 

Here are the association’s six guid- 
ing principles, with amplification of 





Merril P. Arden 





OFFICERS ELECTED 


President—Merril P. Arden, Connec- 
icut Mutual, New York City. 

Vice-presidents—Robert C. Preble, 
Jr., National Life of Vermont, Chicago, 
immediate past president, and James 
Stoessel, National of Vermont, Los An- 
geles (re-elected). 

Treasurer—William J. Robinson II, 
independent, Wilmington, Del. (re- 
elected). 

Secretary—Harold Franklin, Canada 
Life, Cleveland (re-elected). 





some of them, at the request of THE 
NATIONAL UNDERWRITER, by the new 
president, Merril P. Arden, Connecti- 
cut Mutual, New York City: 

1. “Any proposed sale should be 
based upon a specific insurance need.” 
Mr. Arden said this simply means 
that there should be some insurance 
reason for buying—not just the hope 
of getting free life insurance because 
of the tax deduction. 

2. “The amount of the proposed in- 
surance should bear a reasonable re- 
lationship to the purchaser’s present 
and potential financial capacity.” 

This precaution is even more nec- 
essary than with non-financed insur- 
ance, Mr. Arden explained, because 
the outlay for financed insurance is 
smaller in the earlier years and could 
tempt an unthinking buyer into tak- 
ing on more than he could comfort- 
ably handle later on. For example, 
today a man buys $100,000 of ordinary 
life at a $1,500 initial cash outlay on 
the financed plan. Twenty years from 
now his gross outlay might be $3,000 


General American Life’s new two-story, air-conditioned building in Detroit because of the interest cost on the 


will house its agency, group and mortgage loan offices. Featuring large plate 


increasing loan. This is important be- 


glass windows set in aluminum frames, it contains 10,584 square feet of space, cause of the possibility of less favor- 


and has its own parking lot. 


(CONTINUED ON PAGE 39) 








Supermarket Concept 


= 
» 


von’t Hurt Qualified 
Life Agent: Cameron 


“What will be the effect of the ‘su- 
permarket’ concept of insurance on 
the career life underwriter—the con- 
cept of expecting one insurer to sell 
you fire insurance, liability insur- 
ance, fidelity bonds, fur floaters, life 
insurance and disability insurance?” 

What, said President John L. Cam- 
eron of Guardian Life at its two re- 





John L. Cameron James A McLain 


cent Leaders Club conventions, is the 
question that is in the mind of every- 
one connnected with the life insur- 
ance business? 

“This certainly is a challenge the 
Guardian, perhaps more than most 
life insurance companies, will have 
to face,” he said. “It has always been 
our aim to serve well the general in- 
surance broker. A good many of you 
are prominent in the general insur- 
ance field and are here because the 
Guardian product, the Guardian or- 
ganization, the Guardian field under- 
writers working with your clients at- 
tracted you to place your life insur- 
ance and accident and health insur- 
ance business with us. 


Brokers Must Choose Best Company 


“The top-flight general insurance 
broker, as we have known him, val- 
ues as a privilege and obligation his 
duty to select the company in which 
he will place his client’s insurance. 
I think he will continue to do so. I 
confidently expect that the Guardian 
product, the Guardian organization, 
and the services of Guardian career 
underwriters available will continue 
to impel insurance men to _ select 
Guardian for their clients whenever 
any form of personal insurance is in- 
volved. 

“In the Guardian the career life 
underwriter has always been the 
keystone of our sales and field service 
organization. Even in our work with 
general insurance brokers, it has al- 
ways been our philosophy that we 
make available to the broker the serv- 
ices of a qualified life underwriter in 
dealing with his clients. 


Becomes More Specialized 


“As life insurance and disability in- 
surance, in all their aspects, continue 
to enlarge the scope of their services 
to the American public, the business 
inescapably becomes more specialized, 
and the work of the career underwrit- 
er even more _ valuable. More 
packaged coverages may be devised 
and underwriting and premium pay- 
ment procedures adjusted to new con- 
ditions, but if life insurance is a way 
of life and not just a financial mech- 
anism, the service of the qualified life 

(CONTINUED ON PAGE 39) 
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NEW ENGLAND CONFERENCE 





Multiple Line Operation No Hindrance To 


Professional Concept, 


Says E. L. Zalinski 


Multiple-line selling is going to mean less “tailor-making and costly 
individualized service, particularly for those in the lower income brack- 
ets,” but it definitely doesn’t mean that either the CLU or the CPCU is 
a dead duck, Executive Vice-president E. L. Zalinski of Life of North 


America told the New England 


area management conference at 


Swampscott, Mass. In fact, it is Mr. Zalinski’s opinion that the advent 
of multiple underwriting will enhance rather than detract from the pro- 
fessional agent. Following are excerpts dealing with predictions re- 
garding the extension of multiple-line underwriting: 


The separation between fire and 
casualty companies and life companies 
in the United 
States remains 
clear and distinct. 
W'hether’ they 
will ever be 
merged to the ex- 
tent that fire and 
casualty compa- 
nies have joined 
forces remains a 
moct question. 
Advantages for 
merging fire and 
casualty with life 
operations are 
mighty attractive, though. 

For example, it has been unneces- 
sary for us in the Life of North Amer- 
ica to set up our own staff depart- 
ments. We get excellent service from 
the parent company’s legal, invest- 
ments, personnel, purchasing, methods, 
accounting, training and advertising 
departments at a much lower cost than 
if we had to provide these facilities 
for ourselves as is the case with most 
newly formed life insurance companies 

We derive an advantage from the 
established reputation of a successful 
165 year-old company with 8,000 
employes doing business with 23,000 
independent agents. 

Our field operations can be more 
economically supported through jointly 
occupied service offices and while we 
are staffing these with experienced 
life men, the field representatives of 
cur fire and casualty companies are 
very helpful to us and we are able 
to swing business their way, too. 

In the same way that policyholders 
value one-stop service from their 
insurance man, independent agents tell 





E. i. Zalinski 





us they can increase their sales and 
cut their costs by being able to write 
every form of coverage from insurance 
on atomic reactors to policies pro- 
tecting hogs against low-flying air- 
craft through one company group. 

Everything I have just mentioned 
applies with equal force as advantages 
to life companies in entering the fire 
and casualty fields with their large 
full time agency organizations com- 
posed of skilled personal salesmen. 

There are those who maintain that 
the types of business conducted are 
so different that they should never be 
brought together even if legislative 
sanction could be secured. On the 
other hand, in some areas life and fire 
and casualty companies are beginning 
to overlap and compete with one 
another. Traditionally, the individual 
A&S field was pre-empted entirely by 
casualty companies. Gradually the life 
companies have moved into this field 
until today they have the lion’s share 
of the market. Life companies origina- 
ted the group concept which began 
with life only and gradually moved 
over into the A&S field. 

Today, most casualty companies that 
are in the A&S field, market their 
product on a group as well as an 
individual basis, motivated not only 
by the desire to preserve their A&S 
business in the face of life company 
competition but also because of the 
close relationship of group A&S to 
workmen’s compensation coverage. 

The life insurance companies, while 
building career agencies, have done 
everything possible to develop broker- 
age business from among general in- 
surance people. Their efforts have met 
with considerable success, which has 
undoubtedly caused some fire and 

(CONTINUED ON PAGE 17) 





Standard Life, Indiana 


Names Wade Chairman 


Harry V. Wade Sr. was re-elected 
president of Standard Life of Indiana 
and was elected as 
chairman at the 
quarterly beard 
meeting. 

Edward H. Stein, 
secretary for 21 
years, was pro- 
moted to vice-pre- 
sident investments; 
E. J. Barker, trea- 
surer since 1937, 
to vice-president 
and treasurer 
emeritus; H. J. 
Noel to vice-presi- 
dent in charge of agencies; W. H. O’- 
Brien to the newly created post of 
vice-president advertising and public 
relations, 





H. V. Wade Sr. 


Also, James F. Bash, who is home 
office attorney, to secretary; H. L. 
Ligon to treasurer and Louis R. 
Thomas to assistant to the president. 
Mr. Ligon went with the company in 
1935 and was named comptroller in 
1942. 

George A. MacLean was elected 
actuary; Dr. J. W. Canaday was re- 
elected medical director, and Robert B. 
Stewart and Edward A. Wolfe re- 
elected vice-presidents. 


State Mutual Life Has 
Record For First Quarter 


State Mutual Life’s sales of individ- 
ual insurance totaled $46 million for 
the first quarter, up 21%, with March 
registering a gain of 29%. In individual 
A&S the first quarter gain was 21%. 
Total annualized group insurance in- 
come also scored a record increase for 
the quarter, 28%. 
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Program Announced 
For Actuarial Meet 
At Chicago In June 


The program for the western spring 
meeting of Society of Actuaries to be 
held June 5-6 at the Drake hotel, Chi- 
cago, has been announced. The first 
session, Thursday morning, will open 
with a business meeting, followed by 
presentation and discussion of papers 
on pension and welfare plans in Can- 
ada, mortality of railroad annuitants, 
and funded severance pay plans. The 
first part of the informal discussion 
topics will also be covered. 

There will be a luncheon, after 
which there will be a discussion ses- 
sion on subjects of special interest. 

Friday will open with the remaining 
informal discussion topics. The small- 
er-company forum will be that after- 
noon. 

All copies of written discussions 
should be furnished to the secretary- 
treasurer in triplicate. 

Henry F. Rood, vice-president and 
actuary of Lincoln National Life and 
president of the society, will preside 
at the business session Thursday. Oth- 
er sessions will be conducted by two 
of the vice-presidents, Norman M., 
Hughes, vice-president and chief ac- 
tuary of National Life & Accident, and 
James E. Hoskins, 2nd vice-president 
and actuary of Travelers. 


I. General. 
Informal Discussion 
A. 1. Provided the resulting reserve is suit- 
ably described, is there any actuarial objection 
to the proposal that any deficiency reserve 
for a category of business valued on a stand- 


(CONTINUED ON PAGE 16) 


LOMA Parlay Draws 
254 To Toronto For 
Varied Discussions 


Life Office Management Assn.’s re- 
gional meeting at Toronto covered a 
variety of subjects, including staff ad- 
ministration, building the individual, 
and electronic computers. Attendance 
was 254, 

Supplementing the daytime pro- 
gram was a well-attended evening 
session on personal practices, with G. 
Egerton Brown, personnel executive 
of Sun Life of Canada, as chairman. 
The group discussed the subject for 
2% hours, using LOMA reports as the 
basis of the meeting. 

A panel discussion on planning for 
computers included reports on expe- 
rience with electronic computers. Flow 
charts showing daily, monthly and 
weekly operations were exhibited and 
discussed. 

Various programs set up for com- 
puters were outlined, including two 
that produced valuation data and fig- 
ures for a company’s annual state- 
ments. Included in the panel discus- 
sion were two computer programs to 
handle valuation of deferred and im- 
mediate annuities. Also discussed 
were the various daily, weekly and 
monthly operations planned for con- 
solidated functions approach on tape 
equipment. 

H. W. Johnson, secretary Northern 
Life of Canada, served as chairman 
of the panel on planning for comput- 
ers. Panel members included H. J. 
Stowe, comptroller of Manufacturers; 
R. J. Adams, supervisor of electronic 

(CONTINUED ON PAGE 1%) 
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MEDICAL 


STATE MUTUAL 


An outstanding new State Mutual Major 


Medical policy with many hard-to-match 


features — to make selling easier and more 
profitable for you. Not a substitute for, but a 
supplement to basic, short-term medical, surgical 


and hospitalization plans — to help pay the 


bills which otherwise might threaten a family’s 


financial security and create years of debt. 


Sales Features of the NEW State Mutual Major Medical Policy 


Low cost: $500 deductible, co-insurance 80% — 
Up to 90 days to satisfy deductible 


Covers expenses for services and supplies both in 
of hospital 


Benefit period — 2 years 
No extra cost for coverage on additional children 


Conversion privilege for children 


Mother if not-yet 65 becomes policy- 
owner on death of father 


i 
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STATE MUTUAL LIFE 


ASSURANCE COMPANY OF AMERICA 


Home Office: Worcester, Massachusetts 





Benefits up to $7500 for any one sickness or injury 


LIFE INSURANCE EDITION 











sales 


BIG 


20% 


Guaranteed continuable to age 65, adjustable premium 


and out 


Send for full 
information about the 
after the first STATE MUTUAL 


Major Medical Policy 
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STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
WORCESTER, MASSACHUSETTS 


Please send me full information about your new 
Major Medical policy. 
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Program Features Announced For MDRT 
Annual Conference June 17-20 At Banff 


A report on the Million Dollar Round 
Table research project, “What makes a 
Million Dollar 
Producer?” a case 
study dealing with 
two stockholders 
in a close corpora- 
tion, 12 room-hop- 
ping sessions, an 
entire morning on 
executive compen- 
sation plans, and 
an afternoon on 
establishing a suc- 
cessful life insur- 
ance career are on 
the program of the 
annual meeting of the Million Dollar 
Round Table scheduled for June 17-20 
at the Banff Springs hotel in the Can- 
adian Rockies. 

Program chairman is Adon N. Smith 
II, Northwestern Mutual Life, Char- 
lotte, N. C., vice-chairman of the 
round table. 





Adon N. Smith II 
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A. N. Caines, CLU @ Waterloo 
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the chairman’s company. 

The next session, at 10:45, will be 
a case study type of presentation, 
titled “Love and Sympathy.” It will 
analyze the insurance, accounting and 
legal problems of two stockholders of 

Registration will be Tuesday, June a close corporation where only one 
17. At 5:30 the executive committee stockholder desires his stock to be re- 
will meet with first-time qualifiers tained after his death. This session 
and give them a brief orientation on will be handled by Benjamin Stern, 
the MDRT and the annual meeting. New England Life, New York City, 
The past chairmen’s reception will fol- William C. Miller, partner at Los An- 
low at 6:30. That evening E. W. Wake- geles in the accounting firm of Price, 
field of the Canadian Pacific Railway Waterhouse & Co., and Denis B. Ma- 
will give a lecture and show movies duro, New York City insurance attor- 
on Canada. ney and specialist in business insur- 
ance and estate problems, who is 
counsel to the MDRT. 


t Several Workshop Sessions 


Breakfast At Eight 


The traditional MDRT _ breakfas 
will start at 8 a.m. Wednesday. Wil- At 2:30 that afternoon there will be 
liam D. Davidson, associate manager three simultaneous workshop § ses- 
of Equitable Society at Chicago and sions led by Messrs. Stern, Miller and 
MDRT chairman, will preside and talk Maduro, where the morning’s case 
on the activities of the Round Table. study presentation will be discussed. 
In accordance with tradition, the oth- The workshop leaders will shift rooms 
er speakers will be Albert C. Adams, at the end of each 50 minutes until 
general agent of John Hancock Mutual ¢@ch workshop has been visited by 
Life at Philadelphia and president of ©ach leader. s 
National Assn. of Life Underwriters, _ The first session Thursday will be 
and James F. Oates Jr., president of devoted to reports on the MDRT re- 
search project on what makes a mil- 
lion dollar producer. Moderator will 
be William T. Earls, Mutual Benefit 
Life general agent at Cincinnati, 
chairman of the public relations com- 
mittee, which has charge of the proj- 
ect. He is a past chairman of the 
round table. 

Robert L. Kahn of the Survey Center 
of University of Michigan will report 
on the “interviews in depth” which 
have been conducted with selected 
members of the Round Table and with 
a comparable group of potential qual- 
ifiers. Francis L. Merritt, director of 
training of Mutual Benefit Life, will 
report on a companion project involv- 
ing the administration of a battery of 
tests to a somewhat larger group of 
qualifiers. 

The annual business meeting of the 
MDRT will open at 10 am., with 
chairman Davidson presiding. Thurs- 
day afternoon will be left open. 


‘iy 4 
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Stephen A. Swisher, CLU 12 Room-Hopping Sessions 


; 7% Cedar Rapids 








Room-hopping sessions will begin 
Thursday evening at 8:30 and run until 
11. There will be 12 sessions, devoted 
to business insurance, estate planning, 
pension and profit-sharing, and mis- 
cellaneous subjects. Room hosts and 
their subjects will be announced soon. 


Newell C. Day 
* Davenport 
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IOWA 


In Iowa, corn isn’t the only thing which soars to 
impressive heights. Equitable Life of Iowa sales 
do, too! And here are the general agents who, 
with their agency associates, are responsible for 
outstanding service and sales records in Iowa. 

For the fine job these men are doing congratula- 


LIFE INGURANCE COMPANY OF IOWA 


The room-hopping sessions are in 
charge of Donald Shepherd, John 
Hancock Mutual Life, Quincy, Mass., 


es 
‘ # 


EQUITABLE LIFE OF IOWA IN 


mittee. 

All of Friday morning will be devot- 
ed to executive compensation plans, 
the discussion leaders being Herman 
C. Biegel, partner in the Washington, 
D. C., law firm of Lee, Toomey & Kent; 
Iram H. Brewster, Phoenix Mutual 
Life, Pittsburgh, and Paul W. Cook, 
general agent of Mutual Benefit Life 
at Chicago. 

Immediately after their presenta- 
tion there will be two simultaneous 
workshop sessions, one led by Messrs. 
Brewster and Cook, the other by Mr. 
Biegel. 

For the Canadian members, Friday 
morning will be devoted to a special 
session to consider problems applying 
only in Canada. 

While the final date shown on the 
reservation form for the Banff Springs 
hotel is May 10, Chairman Davidson 
says there are still rooms available 
and members who have not yet sent 
in their reservation requests and wish 
to attend should send the forms 


Equitable Life of Iowa. 
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promptly to MDRT headquarters, 1 
North LaSalle street, Chicago 2, Ill. 
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Lounsbury Chairman, 
Brundage President 
of Bankers National 


MONTCLAIR, N. J.—Bankers Na- 
tional Life has made these executive 
changes: 

Ralph R. Louns- 
bury, formerly 
chairman and 
president, will con- 
tinue as chairman 
and chief execu- 
tive officer. 

John D. Brun- 
dage has been 
elected president 
and a director, and 
will serve as chief 
operating officer. 

Elmer H. Harde- 
beck has been elected senior vice- 
president with general supervision over 
actuarial, underwriting, policy issue 
and data processing activities. 

Mr. Lounsbury was for a brief time 
actuary of the Nebraska department 
following graduation from University 





Ralph R. Lounsbury 





E. H. Hardebeck 


John D. Brundage 


of Michigan, and during World War I 
he served in the actuarial section of 
the War Risk Bureau in Washington. 
In January, 1923, he organized Bank- 
ers National Life of Colorado, and in 
September, 1925, he organized Bankers 
National Life of Florida. He served as 
president of both companies until they 
were consolidated with Bankers Na- 
tional Life of New Jersey in December, 
1929. The latter company was licensed 
to begin business in October, 1927, and 
Mr. Lounsbury has been its chief ex- 
ecutive officer since its beginning. 
Mr. Lounsbury has been active in 
the American Life Convention for 
many years, serving on a number of its 
committees. He was elected to the ex- 
ecutive committee in 1946 and elected 
(CONTINUED ON PAGE 12) 
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Actuarial Program Set 
For Ga. State College 


An actuarial science program will 
get under way at Georgia State College 
of business administration in Atlanta, 
Sept. 1. 

Dean George E. Manners of the 
schoo! of business administration said 
the program will receive advisory and 
financial support from Southeastern 
Actuaries Club, which already has en- 
dorsed the school as the regional center 
for education in the actuarial field. 

The program will include both 4 
graduate and an undergraduate cul- 
riculum and is designed to prepare 
students for the professional examina- 
tions given by Society of Acttiaries and 
Casualty Actuarial Society. 

The Southeastern Actuaries Club has 
set up an advisory committee to work 
with the college. Bruce Batho, vice 
president and actuary of Life of 
Georgia is chairman. 
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Most Cogent Portions of Associations’ 
Amicus Briet In FTC Pleadings Given 


The 50-page amicus curiae brief of the Life Insurance Assn. of 
America, American Life Convention, and Health Insurance Assn. of 
America went into much detail on the reasons why the U. S. Supreme 
Court should affirm the lower courts’ decisions against Federal Trade 
Commission and in favor of National Casualty and American Hospital 
& Life. However, the first two sections, quoted below, contain the 
brief’s most telling points. The arguments on the case have been heard 
and the court has it under consideration. 


J. THE LANGUAGE AND’ GENERAL 
STRUCTURE OF THE MCCARRAN ACT SPE- 
CIFICALLY PRECLUDE THE ASSERTION BY 
THE COMMISSION OF JURISDICIION OVER 
INSURANCE ACTIVITIES AS TO WHICH THE 
STATES HAVE LEGISLATED. 

The McCarran act opens with an 
unequivocal declaration of congres- 
sional intention to place the responsi- 
bility for regulation of the insurance 


it is required by the plain and ordi- 
nary sense of the words which Con- 
gress chose to express its meaning. 
This view of the proviso is con- 
firmed when its terms are contrasted 
with those used in the opening clause 
of section 2(b). That clause provides 
in general terms that federal statutes 
which do not specifically refer to in- 
surance shall not invalidate, impair, 
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Family Counselor... 
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Congress shall not be construed to 
impose any barrier to the regulation 
or taxation of such business by the 
several states.” 


Refer To Section 2 (B) 


The provisions of section 2 of the 
act, and particularly the words of the 
proviso attached to subsection (b) of 
section 2, are decisive of the basic 
jurisdictional issue in these cases. 
Subsection (a) of section 2 provides 


that: 
“The business of insurance, and ev- 


apply in such a way as to invalidate, 
impair, or supersede state regulation 
or taxation. In the proviso Congress 
saw fit to deal explicitly with three 
named statutes, including the Federal 
Trade Commission act, by imposing a 
specific limitation—that in any event 
those three statutes should not be ap- 
plicable to the insurance business to 
the extent that such business is regu- 
lated by state law. 

It would thus appear that if the 
proviso to section 2(b) is to be read as 
meaning what it says, the Federal 

(CONTINUED ON PAGE 23) 
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-has symbolized man’s hope for the future. The Sower 
represents both the beginning and the ultimate end of the 
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GAMC Membership 
lin 14%, Now 5,027 


WASHINGTON—Membership in 
General Agents & Managers Confer- 
ence of National Assn. of Life Under- 
writers reached a new record of 5,027 
on April 21, up 14% over the same 
date of 1957. 

Seventeen local GAMC associations 
showed a membership increase of 20% 
or more. 


HAeNATIONAL UNDERWRITER 


GAMC activities this year include 
promotion of the LIAMA’s study 
courses in agency management and 
district management, sponsored 
through local associations; top quality 
management programs at GAMC na- 
tional meetings, and distribution of 
the complete proceedings of these 
management programs to the mem- 
bership. 

In addition, GAMC is increasing its 
assistance to area management con- 
ferences. It is continuing its coopera- 
tion with various institutional organi- 


zations. It plans to conduct another 
survey on management with the co- 
operation of LIAMA’s statistical staff 
and report the results to members, and 
will maintain its revision of the Oper- 
ations Manual which it supplies to 
the president of each local association. 

Newest service for the local groups 
is a series of tape-recorded manage- 
ment talks supplied by GAMC head- 
quarters. There are also plans for a re- 
vision of the GAMC code of ethics to 
be submitted at the annual meeting in 
Dallas in September. 
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These men behind the A2tna Life man are Home Office sales 
experts who hold frequent clinics in Aitna Life general agencies. 

Such clinics are a natural follow-up for the advanced training 
an 4Etna Life representative receives in the comprehensive busi- 
ness insurance and tax course and at the Home Office Advanced 
School. In these field clinics experts help salesmen develop spe- 
cialized markets, make joint calls, and keep them current on all 
phases of employee benefit plans, such as pension trusts, salary 


budget programs, business insurance, and estate analysis. 


These men, and many others like them, are an important part 
of the A&tna Life program ... the program that trains for success] 








Field Clinic Team. 


No. 4 in a series 
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FZETNA LIFE 


INSURANCE COMPANY 


Affiliates: 
AINA CASUALTY AND SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 
Hartford, Connecticut 
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Hold Texas Life 
Convention At Austin 


Texas Life Convention held its mid- 


year meeting in the Driskill hotel, 
Austin, with Pat M. Greenwood, 
president Great Southern, presiding. 

C. E. Gaines, director Institute of 
Insurance Marketing at Southem 
Methodist University, outlined the 
management education program of 
American College. 

Mr. Gaines said the new emphasis 
on education for management has 
been costly, the manager learning his 
work while active in management. The 
problem of management has changed 
and selling insurance should be such 
that the companies can make a profit, 
he pointed out, but the profit picture 
has been complicated by home office 
and agency office expenses. Rising 
costs of clerical help and office sup- 
plies, branch office costs, and produc- 
tion costs are such that an agency 
now must be a multiple million dollar 
agency and production per agent must 
be higher than a few years ago, he 
said. 


Have Recruited 16,000 


Mr. Gaines mentioned a survey that 
shows that in the past 10 years 16,000 
new field managers have been re- 
cruited. This calls for training man- 
agers at an early age if the companies 
want a profit. He said that developing 
an insurance man used to be consid- 
ered a slow process. But now it is 
important to get a man into early 
production through the use of the sim- 
ple package. 

R. R. Davenport, vice-president 
Southwestern Life, speaking on “Help- 
ing Agents Realize Full Earnings Po- 
tential,” told of changes in require- 
ments for the companies’ top clubs. 
Agents must be educated by degrees, 
stressing the importance of writing a 
volume of business which will produce 
a living for the agent, he said, but 
clubs and organizations like Million 
Dollar Round Table help get the sales- 
man off a production plateau. 

He opined that the successful agent 
begins with clients near his own age 
and as these grow in their chosen 
fields he grows with them. To en- 
courage achievement, Mr. Davenport 
would call for refresher courses, 
awarding plaques, and letters of rec- 
ognition from the home office. 


Give “Hot Ideas” 


Following Mr. Davenport’s talk was 
a “hot idea” period. Glenn Wallace, 
Great American’ Reserve; Henry 
(Christopher, American Hospital & 
Life; and Ray Smith, American Gen- 
eral Life, presented sales promotions 
ideas and plans. 

At the second session of the con- 
vention, members of Texas Board were 
presented. David B. Irons spoke on 
problems of credit insurance. 

Mr. Irons stated that the definition 
of credit insurance in Texas differs 
from usage in other states. In Texas it 
refers chiefly to loans of amounts from 
$5 to $50, and not to amounts above 
$1,000.- The Texas constitutional limit 
of 10% necessitated the Texas legis- 
lature to pass a credit insurance law 
putting a protective cloak around the 
lender and preventing subterfuge s0 
that a true actuarial charge can be 
made without usury. 

New rules and regulations adopted 
by the state board became effective 
May 1. The new regulations designed 
to protect borrowers are also intended 

(CONTINUED @N PAGE 26) 
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Tex vow happy 
Froukbin years... 


LaFayette, Georgia 
March 18, 1958 





Frep B. HENRY 
: Mr. Francis J. O’Brien, Vice President 
Fred Henry is our i A 
Cenesit Amante: teanell Franklin Life Insurance Company 
northwest Georgia city of Springfield, Illinois 


LaFayette (population ’ 
r 
4884). A Franklinite since Dane 
December 7, 1947, he sold You are correct in that I have just recently completed ten 


103 cases last year, only a 
couple of which were 
outside the city of 


years with the Franklin Life. These have been ten very happy 
and richly rewarding years ... actually beyond my fondest 


LaFayette. expectations! The last ten years with the Franklin have been far 
1957 was his best year more remunerative than the ten years of life insurance work 

with cash earnings of immediately preceding my association with the Franklin. I am 

$25,131.26. truly amazed to find my income almost five times as great. 


The story continues to grow more wonderful. The magic and 
appeal of our wonderful exclusives becomes more apparent every 
day. These incomparable contracts enabled me to qualify for our 
unique “60 Club,” then our newly established “Key Club,” and 
in 1957 the highly coveted Million Dollar Round Table .. . 103 
sales for over $1,000,000 with 85 of them Franklin exclusives. 


O’B, ours is a great business, and to me the Franklin is the 
greatest. I will be forever grateful, and enthusiastically represent 
the Franklin with pride. 





Yours sincerely, 
Fred B. Henry 


An agent cannot long travel at a faster gait than the company he represents! 








INSURANCE 
fds COMPANY 
ECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Eight Hundred Million Dollars of Insurance in Force 








Events Are Listed 
For Annual Seminar 
Of LOMA Graduates 


The annual seminar of the Society of 
LOMA Graduates will be held May 20 
at the Belmont Plaza hotel, New York 
City, starting at 3 p.m. and continuing 
through dinner and an evening meeting. 

Abram T. Collier, vice-president and 
general counsel of John Hancock 
Mutual, will speak at the evening ses- 


HAeNATIONAL UNDERWRITER 


sion on “New Perspectives in Human 
Relations.” 

William W. Eitel, methods manager 
for Home Life and president of the 
society, will make the opening talk at 
the afternoon session. 

Arthur C. Daniels, vice-president and 
secretary of Institute of Life Insurance, 
will be moderator of the discussion to 
follow, during which Raymond D. 
McCullough, associate group under- 
writer of Equitable Society, will discuss 
“Voluntary Security,” Frederic C. 
Erdman, Jr., assistant manager of 


methods at Home Life, will speak on 
“An Effective Work Simplification 
Program.” Howard V. Kivlin, senior 
management associate in education for 
Metropolitan Life, will describe “Ori- 
entation Animated.” 

Robert J. Randall, associate actuary 
of Teachers Insurance & Annuity, will 
discuss state supervision and examina- 
tion. 

The annual business meeting, in- 
cluding election of officers, will follow 
the afternoon meeting. Prior to the 
dinner there will be a social hour. 








A New Arrivall!! 


“LEVEL”? DEATH BENEFIT FOR SPLIT-DOLLAR AND LOAN PLANS 


For your clients who want — and need — a constant amount of 
coverage regardless of premium loans, we are pleased to announce our 


MAXIMUM EQUITY PROTECTOR 


WITH LEVEL DEATH BENEFIT 


© $25,000 minimum, whole life plan @ Death benefit equals face amount plus cash 
value to age 65* @ Reduced premium after age 65* © 3-year “rate down” 
for females} @ First year dividend (contingent) @ Issued ages 16-70 
(males and females) Standard and substandard 


*Or 10th anniversary, if later. Subsequent death 


benefit is face amount. 


1 
5 
10 


1 
5 
10 





Premium to age 65: $4,736 


YEAR NET PREMIUM* 


Premium to age 65: $3,405 


YEAR NET PREMIUM* 


State laws prohibit rate-down for females in Md., 


Mo., Ore., Texas and Dist. of Col. 


r—— ILLUSTRATION — $100,000 M.E. P. 


AGE 50 (Male) 


First year dividend — $492* 


$4,736 $ 3,200 
4,030 15,400 
3,690 29,000 


AGE 40 (Male) 


First year dividend —- $218* 


$3,405 $ 2,500 
2,975 12,600 
2,642 25,000 


*Dividends are not guaranteed —- 1957 schedule quoted. 


Thereafter: $4,179 


CASH VALUE DEATH BENEFIT 
$103,200 


Thereafter: $2,860 


CASH VALUE DEATH BENEFIT 
$102,500 





115,400 
129,000 


112,600 
125,000 








PHOENIX MUTUAL 


PROMPT SERVICE ON YOUR NEXT BROKERAGE OR SURPLUS CASE 


LIFE INSURANCE CO. 
of Hartford, Conn. 








May 17, 1958 


N. C. Dentists Irked 
By Denial Of Surgery 
Claims for Dentistry 


North Carolina Dental Society at its 
annual meeting in Pinehurst voted to 
seek legislation that would force ip. 
surers to pay under surgical expense 
coverages for surgery performed by 
dentists or else specifically exclude 
such operations in their policies, 

The society charged that “insurance 
companies in North Carolina are sel]. 
ing policies to patients promising them 
complete coverage but actually not 
giving coverage for surgical services 
performed by a dentist, even though 
such service is spelled out in the 
policy.” 

Alleged “discriminatory injustices” 
of the insurance programs were re- 
viewed at a house of delegates meet- 
ing during the society’s convention by 
Dr. Edward Austin of Charlotte, chair. 
man of the insurance coverage and 
adjustment committee. 

The delegates voted unanimously to 
adopt the committee’s proposal to form 
an all-out campaign to have the 1959 
general assembly amend the general 
statutes. 

The society’s proposed amendment 
would force companies or the Blue 
Shield plan to pay for services render- 
ed by dentists or to specifically ex. 
clude such services from the printed 
provisions of the policies. 


Reviews Blue, Cross Brochures 


Dr. Austin said a review of bro- 
chures published by the Blue Cross 
and Blue Shield plans in North Caro- 
lina shows some 30 procedures com- 
monly handled by the dental profes- 
sion. 

“Yet,” Dr. Austin said, “when these 
procedures are done by a licensed 
dentist, the insurance companies notify 
the patient they are sorry not to honor 
the claim because ‘the surgery was 
not rendered’ by a physician licensed 
to practice medicine.” 

A minor amendment by the 1957 
assembly placed insurance payments 
for dental services on a “permissive 
basis,” Dr. Austin said. He added, 
however, that he did not know of a 
single claim paid by insurance com- 
panies for dental services rendered 
under their health provisions since 
the statute was amended. 

Dr. Austin said he believes efforts 
to get additional legislation through 
the 1959 general assembly “will be an 
uphill fight, but we have two weapons 
on our side—public opinion and the 
recourse of the courts.” 

The insurance coverage issue, a hot 
one in the dental organization for 
years, was the highlight of the house 
of delegates session. 


LIFE AGENCY 
DIRECTOR POSITIONS 
$12,000-$15,000 
Men with backgrounds consisting of success 
ful records as personal producers and agen- 
cy managers in the age range of 30-45 quali- 
fy for the following positions: 





East 

Home Office Agency Director $15,000 
*West Coast 

Home Office Agency Director $15,000 
*South-West 

Home Office Director $15,000 
*South-East 

Home Office Director $13,000 
Mid-West 

Home Office Asst. Dir. Agencies $12,000 


*To qualify for these positions a minimum of 
five years Home Office experience required. 


Very attractive General Agency openings 
available all areas of the country. Write for 
HOW WE OPERATE. No obligation to register 


FERGASON PERSONNEL 
INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St. Chicago 6, Ill. 

HArrison 7-9040 
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Western Life Shows 
Large Growth, Adds 
11 Superintendents 


Writing in 11 western and north- 
western states in September 1957, 
Western Life is now doing business in 
94 states and Alaska, and expects ap- 
proval of applications pending in 23 
additional states before the end of 
1958. This rapid growth has occurred 
since the exchange of stock between 
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CLEARLY 
a gift 
that builds 
business! 


~ The new Scripto VU-LIGHTER is the 
_ perfect prestige gift for your cus- 
_ tomers and prospects. Lightweight; 
beautifully trimmed in chrome. Your 
thoice of colors. So inexpensive— 
jally in quantities of 25 or 
Unconditionally guaranteed! 


=@® 


YOUR TRADEMARK, or a miniature 
Of your product, will be inserted in the 
_ transparent VU-LIGHTER fuel reservoir. 
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Western Life and St. Paul F.&M. eight 
months ago. 

As part of their expansion program, 
Western Life added 11 superintend- 
ents of agencies in April. The field 
management lineup is made up of the 
following: 

Gilbert H: Sawyer, regional sales 
vice-president for the southern states, 
formerly with Pan-American Life, will 
direct his operations from Dallas. 

Robert L. Utne, regional sales vice- 
president for the northern central 
states, formerly with Penn Mutual Life, 
will operate from the St. Paul F.&M. 
home office. 

Loane J. Randall, formerly with St. 
Paul Hospital & Casualty and also 
State Mutual, has been appointed su- 
perintendent of the Intermountain 
territory and will direct operations 
from the Western Life home office at 
Helena. 


Beise To Minneapolis 


Sheldon. E. Beise, appointed super- 
intendent of agencies for Minneapolis, 
was formerly with Bankers Life of 
Iowa. Also appointed superintendent 
of agencies in the Minneapolis area 
was Eugene B. Rogers, formerly with 
Home Life and Aetna Life. 

Merritt R. Gamache, also appointed 
superintendent of agencies in the Twin 
City area, will work out of St. Paul. He 
was formerly with Penn Mutual. 

William A. Delzell, Jr., formerly 
with Mutual of New York, will direct 
Western Life’s operations in Arizona 
from Phoenix. Appointed suprintend- 
ent of agencies for the Utah area was 
C. Victor Hatch, formerly with Lin- 
coln Mutual of Nebraska and also Pru- 
dential. Mr. Hatch will direct his op- 
erations from Salt Lake City. 

Directing the operations in Kansas 
is Garland T. Scott, formerly with 
Security Life and Trust of Denver and 
Farmers and Bankers of Kansas. Mr. 
Scott’s office is in Wichita. 


Directs Texas Operations 


Directing part of the operations in 
Texas is Robert L. Cark, superintend- 
ent of agencies in Houston. He was 
formerly with Columbia General Life 
of Houston. John Tomlinson, former- 
ly a general agent in Washington for 
the company has been appointed su- 
perintendent of agencies in Dallas. 

James E. Fitzgerald, formerly with 
National Guardian Life, was appointed 
superintendent of agencies for Iowa, 
and will direct operations from Des 
Moines. 

Robert A. Campbell was appointed 
superintendent of agencies for Indi- 
ana and will direct his operations 
from Minneapolis. Mr. Campbell was 
formerly with Franklin Life and also 
Mutual Benefit Life. 

St. Paul-Western companies are also 
considering the addition of a group 
department and an A&H department 
to be incorporated in Western Life 
operations so that the field agent will 
have all lines available. 


State Mutual Group Surveys 


Puerto Rico Investments 


_ President H. Ladd Plumley and the 
finance committee of State Mutual Life 
recently made an inspection tour of 
present and potential investments in 
Puerto Rico. The company now has 
several million dollars of investments 
in private corporations and public util- 
ities in the island. The company was 
host at a reception and banquet for a 
gathering of business and government 
dignitaries. The group included Dr. 
Rafael Pico, president of the Govern- 
ment Development Bank, and Jose 
Noguera, secretary of the Treasury of 
Puerto Rico. 





American Casualty 
ADDS 


*10,000.°° 


TUBERCULOSIS 
MEDICAL EXPENSE 


to the Specified Disease Policy 









AT 
NO EXTRA COST 


Today, for the first time, families and individ- 
vals may be insured up to $10,000 for the 





ROR medical expenses of “T.B.” under American 
a“ Casualty’s SPECIFIED DISEASE POLICY. This 
TUBERCULOSIS remarkable low cost program now covers NINE 
Polio diseases including Tuberculosis, at a yearly 
Leukemia 


‘ _.. cost for an individual of only $4.00! 
Primary Encephalitis 


; ib ae a At slightly higher cost, the valuable Cancer 
Primary Meningitis pect: 


endorsement may be added for persons under 


Smallpox age 59. The Cancer benefit pays up to $2,000 
Tetanus for claims originating prior to the insured’s 
Diphtheria 60th birthday; $1,000 for claims which origi- 
Scarlet Fever nate after age 60. 

CANCER Write today for full details . 


AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 
HOME OFFICE: READING, PENNSYLVANIA 
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Tentative Program Announced For 2nd 
Inter-American Conference At Miami 


The tentative program for the sec- 
ond Inter-American conference of life 
underwriters has been announced. 
It will take place Juiy 8-11 at Hotel 
McAllister in Miami. 

The opening event will be a get- 
together and cocktails, followed by 
a buffet dinner at which delegates 
from the various countries will be 
introduced. There will be a welcome 
from Luciano Velez-Posada of Puerto 


Rico, chairman of the conference, fol- 
lowed by a message of welcome by 
the president of the Miami Life Un- 
derwriters Assn. 

Managing Director Lester O. Schri- 
ver of National Assn. of Life Under- 
writers, or Mrs. Ann Bickerton, di- 
rector of field services of NALU, will 
talk on the human values of life in- 
surance. 

Following this, each member dele- 


gate will speak briefly on outstand- 
ing developments in the life insurance 
business in his country. 

Mr. Velez will appoint a_ special 
committee to decide on the feasibility 
of a third conference, including place 
and date, and to make recommenda- 
tions concerning the possibility of the 
formal organization of an “Inter- 
American Assn. of Life Underwrit- 
ers.” 

In the afternoon there will be a 
business and sales clinic put on by 
the Puerto Rico, U. S. and Cuba 
delegations. 





the salesmen sell the Family Plan... 


Stepping out to help its agents and brokers sell the Family Plan, Connecticut Mutual 
has a complete Family Plan Sales Kit. Here’s what it includes: 


1. Handy Slide-Guide tells benefits and 
rates; pull the slide so Dad’s age shows 
through the window, and there’s all the 


data. 


2. A letter service to get leads from pros- 
pects. Written to a pattern that produces 


results. 


3. A folder to use before, during or after 


Larger Amounts at Lower Unit Cost 


sure children yet to come at no increase in 
premiums. In Connecticut Mutual, 1, 1%, 2, 
2% or 3 units ($15,000) may be bought. When 
2 or more units are bought, each unit costs less! 


The basic unit of Connecticut Mutual’s Family 
Plan is $5,000 on Dad with proportionately 
lesser amounts of insurance for Mother and 
the youngsters—the policy guarantees to in- 


VER ~, 


St, MARTFORD 


Ne F ‘se : 





.. The Connectient Niutual 


LIFE INSURANCE COMPANY : HARTFORD 


interviews that tells the Family Plan 
story attractively, interestingly. 


4. A visual brief to show a prospect exactly 
what he gets for how much. 


5. A manual of sales ideas telling the details 
of the Connecticut Mutual’s Family Plan 
and exactly how to present it. 








May 17, 1958 


On July 10 there will be a presen. 
tation by the U. S. delegation on the 
trend toward increasing sales of 
A&S insurance by life agents. The 
Venezuela delegation will discuss 
quality business and its conservation, 
The U. S. delegation will sponsor 4 
talk by Managing Director Loran f, 
Powell of LUTC on the role of that 
organization in improving sales sery- 
ice of life and A&S. 

President Davis W. Gregg of Amer. 
ican College will talk on the CLY 
designation and “Family Life in Life 
Insurance.” 

On the final day there will be a 
continuation of the business and sales 
clinic. The U. S. delegation will put 
on a discussion of new and some- 
times controversial types of personal 
insurance plans in the United States 
today, such as bank loans, family 
policy, upper group limits, and 
straight and reducing term, giving the 
pros and cons of each. 

The Costa Rica delegation will dis- 
cuss government insurance companies, 
including the types of life insurance 
plans, the compensation bases for 
agents, and the reason for insurance 
being operated by the government in 
Costa Rica. 


U. S. Will Discuss Specialists 


The U. S. delegation will cover the 
ever-widening demand for business 
insurance and estate planning, includ- 
ing the role of the specialist in this 
type of work, the educational and ex- 
perience background needed by the 
agent to do a competent job in these 
fields, and the rewards to the agent 
in this type of work. 

Finally, there will be brief messages 
from several executives prominent in 
the life insurance field. 

That afternoon at a business meet- 
ing the special committee will make 
its report and recommendations for 
a third conference and formal organi- 
zation of an association. If a formal 
organization is voted upon favor- 
ably, the special committee will sug- 
gest nominees for the board of di- 
rectors and officials of the associa- 
tion, and delegates will vote on direc- 
tors and officials. They also will vote 
on the location and date of the third 
conference. 

Following a half-hour period for 
greetings from prominent guests not 
yet heard from, there will be a 
round-table discussion on _ subjects 
discussed during the conference if 
time permits. 

That evening there will be a fare- 
well dinner, with messages from rep- 
resentatives from the Florida insurance 
department and the city of Miami 
and closing remarks by the newly 
elected president of the proposed In- 
ter-American association. 


R. E. Dineen To Address 


Ill. Department Personnel 


Robert E. Dineen, vice-president 
Northwestern Mutual Life, will ad- 
dress personnel of the Illinois insur- 
ance department May 20, at Spring- 
field. His subject will be “Do You 
Know the Importance of Your Work? 

Director Joseph S. Gerber announ 
that anyone in the insurance business 
is welcome to attend. 


Baird Addresses Suffolk Agents 


The first luncheon meeting of the 
newly organized Suffolk branch of the 
New York City Life Underwriters 
Assn. was held at West Islip. Speaker 
was Harold W. Baird, Northwestern 
Mutual, New York City, who spoke 02, 
“The Life Underwriter: Salesman oF 
Counselor.” 
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An 
Architect 

of Enduring 
Estates 


“Many people rob themselves and their heirs of 
thousands of dollars in needless taxes and other costs 
when they fail to take advantage of the rights avail- 
able through sound estate planning.” These are the 
words of Sidney L. Wolkenberg, CLU, an authority 


on estate analysis and author of “How 


Estate Planning Can Help You.” 


An associate of The Union Central’s 
New York Agency, Mr. Wolkenberg’s 
business is planning solid financial 
security for his clients through the 
creation, conservation and proper 
distribution of their estates. His record 
indicates that these clients have pro- 
tected themselves and their families 
with a total of more than one million 
dollars of safe, sure life insurance 
during each of the past six years. And 
this is the record which has earned for 








Among Mr. Wolkenberg’s prominent 
clients is Dore Schary, author of the 
current Broadway hit ‘Sunrise at 
Campobello.’”’ Mr. Schary’s new play 
depicts the dramatic story of Franklin 
D. Roosevelt’s fight against polio. 


(Harcourt-Harris Photos) 


him the highest professional honors, including life 
membership in the celebrated Million Dollar Round 
Table and charter membership in his Company’s 
distinguished President’s Club. 

A graduate of N.Y.U., Mr. Wolkenberg was born 


and raised on the lower east side 
of New York City. There he saw 
families struggling to exist on a few 
dollars a week; and there he saw 
boys and girls, six and seven years 
old, working to hold their families 
together. It was the remembrance of 
these scenes which later influenced his 
decision to enter a profession dedi- 
cated to the preservation of the family. 
Sid Wolkenberg, whose career has 
helped maintain the unity of so 
many families, is a man worthy of 
his success. 





(Above) Mr. Wolkenberg is the executive vice 
president of the University Settlement Alumni 
Group and an active supporter of other organi- 
zations, including the United Jewish Appeal 
and the Federation of Jewish Philanthropies. 


THE UNION CENTRAL LIFE 


(Above right) A hi-fi set and good music, 
especially George Gershwin music, are the 
focal point of much activity in the Sidney 
Wolkenberg home. Seated on the floor with 
Mr. Wolkenberg are his daughter Wynne and 


his grandson David. The remainder of the 
family are, pictured left to right: son Warren; 
son-in-law Martin Miller; daughter Nancy and 
granddaughter Margo; son-in-law Ira Green- 
blatt; and Mr. Wolkenberg’s wife, Lillian. 


INSURANCE COMPANY - CINCINNATI 


Security for the American Family since 1867 


lh 
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Life, A&S Records 
Fall In Guardian's 
President's Month 


} In a month-long campaign honoring 
President John L. Cameron, the field 
;force of Guardian Life submitted 
; better than $34 million of life insur- 
jj ance and over $150,000 of A&S pre- 
''miums. Both figures are new monthly 
| highs for Guardian, and do not include 
rany group. 


The five leading agencies in life 


FteNATIONAL UNDERWRITER 


volume during the campaign, all with 
over a million submitted, were Spaul- 
der, Warshall & Schnur, New York, 
Green in Atlanta, Samons-Press, New 
York, Ross, Boston, and Goodman, 
Kansas City. The A&S leaders were 
Spaulder, Warshall & Schnur, House- 
man, Los Angeles, Brooks, San Fran- 
cisco, Rosenthal, Chicago and Samons- 
Press. 

Competition in the campaign was on 
a percentage-of-quota basis, and the 
winners were: In life volume, Zielinski, 
New Brunswick, N J., Indianapolis, 


and Hollywood agency in Red Bank, 
N. J.; in A&H premiums, Pomeroy 
agency in Miami Beach, Paskins, 
Omaha, and the Hollywood agency. 

Individual producers who earned top 
honors in the campaign were Sanford 
L. Cohn, Kansas City in life volume; 
Maury Kusinitz, Providence, in pre- 
miums; J. R. Thomas, Wheeling, W. 
Va., in both life applications and A&S 
applications. 


Farmers & Traders Life of Syracuse 
has been licensed in South Carolina. 





HIS JOB: To broaden your life and brighten your future—through science 











HE MUTUAL BENEFIT LIFE 


Mutual Benefit Life’s job: 


SECURITY 


Just as the scientist and engineer use the 
tools of today to build a better tomorrow, 
so does the Mutual Benefit Life man shape 
the future of his clients and himself. 

In his case the tools are the most up-to- 
date and comprehensive sales aids in the 
life insurance field. 


Mutual Benefit Life provides him with: 


Add to these the unique sales approach of 
Mutual Benefit Life’s nationally advertised 
True Security. 


These and other advantages assure the 
Mutual Benefit Life man of a more produc- 
tive business life, a more predictable and 
rewarding future—True Security not only 
for his clients but for himself and his family 
as well. 


INSURANCE COMPANY, 















































TRUE 


FOR YOUR CLIENTS 
AND YOU 


Audio-visual presentations, each thor- 
oughly sales-tested before he gets them. 
Merchandising and educational material 
to reach the most lucrative individual 
prospects, such as: 

a. SELECTIVE GROUP MERCHANDISING— 

An advanced prospecting and selling con- 
cept to put him in intimate contact with 
the business and professional leaders of 
today—and tomorrow. 

b. MEDICAL FIELD KIT AND “MD” PLAN— 
complete guides to the monied medical 
market. 


c. SELECTIVE INCENTIVE PLAN— 

Brand new comprehensive packaging of 
one of today’s hottest selling ideas. Meets 
the needs of the many businesses who find 
the usual employee benefit plans inadequate. 


MUTUAL 
BENEFIT 
LIFE 


The Insurance Company 
for TRUE SECURITY 











NEWARK, NEW JERSEY 


May 17, 1958 


Mich. Hospitals Will 
Have To Absorb 


Blue Cross Losses 


LANSING—Any deficit incurred 
this year by Michigan Hospital Serv- 
ice (Blue Cross) must be absorbed by 
the hospitals themselves, according to 
an agreement under which payments 
to the hospitals will be reduced by 
1% retroactive to Jan. 1. 

The Blue Cross has had a series of 
meetings with member hospitals after 
it was disclosed that it is $1,674,129 in 
the red. It was agreed that a reduced 
payment would be preferable to seek- 
ing another rate increase or to reduc- 
ing benefits. 

William S. McNary, executive vice- 
president of the Blue Cross, said a 
majority of the 230 member hospitals 
are in agreement with the program, 
but a committee has been set up to 
seek a long range solution. 

In 1958, no Blue Cross member jin 
Michigan will be permitted to collect 
more than 4% above the daily pay- 
ments collected last year. It is ad- 
mitted that the reduced payments for 
Blue Cross will curb expansion of 
hospital services in some cases. Blue 
Cross payments to hospitals have been 
running in excess of $10 million a 
month. Hospital costs increased about 
8% last year as against an estimate of 
5%; admissions went up 4.4%, and 
average duration of hospitalization 
went up 2%. 


Lounsbury Bankers Nat'l 


Chairman, Brundage Pres. 
(CONTINUD FROM PAGE 4) 


president in October, 1953, for a one- 
year term. 

He is a member of the board of man- 
agers of Montclair Savings Bank and 
a trustee of Montclair YMCA. 

Mr. Brundage, a CLU, joined Bank- 
ers National as agency assistant in 1945, 
In 1946 he joined Mutual Benefit Life 
as sales promotion manager. He served 
successively as regional superintendent 
of agencies, director of agencies, and 
manager of a New York City agency. 
He returned to Bankers National Life 
in 1953 as assistant to the president. 

In 1955 Mr. Brundage was named 
administrative vice-president, and in 
1957 was elected executive vice-presi- 
dent. Mr. Brundage is secretary and 
acting chairman of the board of Amer- 
ican Heart Assn., and has been secre- 
tary-treasurer of New Jersey Heart 
Assn. since its founding in 1947. He is 
an advisory director of the Montclair 
National Bank & Trust Co., and presi- 
dent-elect of Montclair Rotary Club. 

Mr. Hardebeck started his insurance 
career with Bankers National Life of 
Colorado, and was actuary, assistant 
secretary and a director at the time 
the Colorado company was merged 
with Bankers National of New Jersey. 
In 1929 Mr. Hardebeck was named as- 
sociate actuary of the New Jersey com- 
pany, later becoming actuary and as- 
sistant secretary. He was elected vice- 
president anid actuary in 1955. 


Mrs, Joseph To Talk On 
Insurance On TV May 20 


NEW YORK—Lillian Joseph, agent 
of Home Life at New York, will be on 
a TV program at 1 p.m. May 20 with 
Donald Rogers, financial editor of the 
New York Herald Tribune, and Fanmle 
Hurst, author. Mrs. Joseph will 
on “How Do You Prepare for Wido 
hood?” The half-hour show will be 
on the DuMont station, channel 5. 
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MANAGERS’ FLORIDA MEETING 


Home Life Eliminates 
Preferred Selection 
For Large Policies 


Elimination of preferred underwrit- 
ing and the introduction of three new 
standard policies were announced by 
Home Life of New York at a meeting 
of its agency managers in Belleair, 
Fla. 

In making the announcement, Pres- 
ident William P. Worthington recalled 
that Home Life had undertaken the 
concept of preferred underwriting in 
1927. He said the company’s decision 
to discontinue it was based on im- 
proved mortality among standard risks 
and a general reduction in standard 
premium rates. f 

New standard policies introduced 
are: Whole life ($10,000 minimum), 
modified life ($10,000 minimum), and 
30-payment life ($25,000 minimum). 
The new whole life and modified life 
contracts have slightly higher premi- 
ums than the old preferred plans, with 
gross rates about 50 cents more per 
$1,000 of coverage. The new standard 
30-payment life ($25,000 minimum) 
has the same premium rates as the old 
preferred, but has larger cash values. 

The theme of the four-day meeting 
was “Organized for Action,” and John 
H. Evans, vice-president sales, was 
the general chairman. In reporting 
new business results in ordinary and 
group operations, he said the com- 
pany’s first quarter showed an in- 
crease of 9%. 

Ordinary paid business in March es- 
tablished a new record for that month 
and was the company’s third best 
month. Group life face amount in the 
first quarter was 158% better than 
last year and total group life and A&S 
premiums were 234% higher than 
the previous year-to-date. 

Mr. Evans also reported excellent 
results in the company’s expansion 
program. “The company’s field force,” 
he said, “is growing at a rate better 
than a man a day thus far this year.” 

In a key address, President Worth- 
ington discussed with managers the 
current “climate” for life insurance 
sales and growth. 

“We deal in maturities,” he said, 

“and in periods of. economic recession 
the sacred values of life insurance are 
seen in their true perspective. Today 
people are curtailing voluntary buy- 
ing and putting more dollars into sav- 
ings. The life insurance business has 
less competition today than at any 
time in the past decade.” 
_The career opportunities offered by 
life insurance are also enhanced in pe- 
Tiods such as this one, said Mr. 
Worthington. Men who become more 
appreciative of the values of life in- 
surance are attracted by the career 
opportunities it offers. 

A highlight of the meeting was the 
talk of Merryle Stanley Rukeyser, na- 
tionally syndicated financial column- 
ist. Speaking on “Life Insurance 
Property—the Hallmark of Personal 
Progress,” Mr. Rukeyser made an 
imaginative presentation of the finan- 
cial and psychical benefits of life in- 
surance ownership. 

; “What makes life insurance the 
best seller’ that it is?” asked Mr. Ru- 
keyser. “Certainly there is no basic 
instinct compelling men to accumulate 
mere sheets of white paper on which 
black legalistic language appears!” 

_ The appeal lies not in what is phys- 
lcally visible to the human eye, said 
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Mr. Rukeyser, but in the imaginative 
vistas which the contract symbolizes. 

“The decision to forego some of the 
immediate gratification of spending 
for consumable items, in order to ob- 
tain deferred benefits, is an expres- 
sion of maturity and sophistication.” 

Others appearing on the program of 
the four-day meeting were O. C. Lin- 
coln, J. F. Walsh, and T. A. Stemmer- 
mann, vice-presidents; R. B. Cunning- 
ham and G. K. Rugger, 2nd vice-pres- 
idents; A. B. Doran and J. T. McCrys- 
tal, assistant vice-presidents; F. H. 
Low and C. A. Turner, assistants to 
the president; J. W. Langdon and W. 
W. Stewart Jr., managers of agen- 
cies; C. A. Murphy, executive assist- 
ant. Agency managers appearing in 
the panel discussions included W. C. 
Petty Jr., Huntington, N. Y.; J. R. 
Chapman, Los Angeles; C.O. Pratt, 
New York City; P. F. Saint, Boston; 
Clarence Oshin, New York City; W. B. 
Stark Jr., Syracuse. R. B. DuVal, Bal- 
timore agent, also was on the program. 

Occidental of California passed the 
$100 milion mark in monthly sales for 
the first time as April sales of individ- 
ual life totaled $100,609,048. 
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Ignoring Multi-Line Risky: Waggoner 


One of the greatest hazards in agen- 
cy management is to ignore the sub- 
ject of all lines underwriting, said 
Leland T. Waggoner, agency vice- 
president of Life of North America, in 
an address at the Colorado managers 
and general agents conference in 
Denver. 

“Pretending that the trend toward 
one-stop service doesn’t exist is court- 
ing disaster, but a knowledge of how 
multiple-line companies operate and 
expect to develop their sales plans 
may be helpful in gathering present 
and future men,” Mr. Waggoner 
stated. 

He went on to say that managers 
and general agents should make a 
thorough study of multiple-line oper- 
ations and from this decide whether 
there is an approach applicable to 
their offices and how they can best 
handle the questions which are bound 
to arise. 

Mr. Waggoner pointed out that the 
manager is the key to development 
or maintenance of any sales organi- 
zation and that recognition of this is 


essential for a healthy sales develop- 
ment. 

“The manager should be compen- 
sated accordingly and should have the 
authority to make decisions commen- 
surate with the responsibilities which 
are his,” Mr. Waggoner said. 


A. J. Raumann Head 
Of Guardian Leaders 


Arthur J. Raumann of the New 
York Spaulder, Warshall & Schnur 
agency, has been elected president of 
the Leaders Club, of Guardian Life. 
He succeeds Edward H. Mattingly, 
Atlanta. 

Other officers are 1st vice-president, 
Sam Baum, Denver; 2nd vice-pres- 
ident, James P. Poole, Atlanta; 3rd 
vice-president, William Apfelbaum, 
New York City; eastern vice-president, 
Douglas J. Bailey, Boston; metropol- 
itan vice-president, Morris H. Misbin, 
New York City; southern vice-pres- 
ident, Howard C. Busbey, Atlanta; 
western vice-president, Clarence J. 
Schneider, Indianapolis. 


























ATTRACTIVE JUVENILE CONTRACTS 


The 


With his complete line of juvenile 
contracts, the LNL man can sell the 
Junior Estate Builder, educational en- 
dowments, ordinary or limited pay 
life, endowment at 65, short-term en- 
dowments, and single-premium life 
or endowment plans. These policies 
are issued from date of birth. The 
popular payor benefit is available 
even to substandard risks. 

This complete line of liberal juve- 
nile contracts provides another reason 
for our proud claim that LNL is geared 
to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Fort Wayne, Indiana 











44 


Ze NATIONAL UNDERWRITER 














Sixty is a ripe old age to enter a new field 
but that’s what we have done... and we 
like it! Praetorian Mutual Life is an old 
company with “young ideas” in the life 
insurance business. We look forward 
with anticipation to another 60 years 
and another... and another. We are in 
the life insurance business for keeps and 
our young ideas, our enthusiasm and 
keen interest in doing a job well mean 
continued success for our company. 


opportunities for career underwriters 


AGENTS — MANAGERS — SUPERVISORS 


If you are interested in hearing about the 
plans of an old, established life company with 
“young ideas” for the future, contact T. H. 
Penton, Vice President and Agency Director. 
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OLD LINE LEGAL RESERVE 
INSURANCE COMPANY 
Dallas, Texas 


J. M. MOTTLEY, President @ ANTON E. HILL, Secretary-Treasurer 


Life Business Basically 
| The Same As Any Other. 
‘Denver Agents Are Told 


There is no basic difference between | 
|life insurance and any other business | 
|according to Thomas F. Jones, execu-| 
|tive vice-president Capitol Life of | 
| Denver, who made this and related | 
|points in a speech before Denver Life | 
| Underwriters Assn. 
| Mentioning that. people often tell} 
|him that other businesses are different | 
|inasmuch as they deal with tangible | 
| products, Mr. Jones said that actually | 
|the same basic problems of manage- | 
|ment, personnel, accounting, sales and 
|advertising exist—only the product is 
| different. 

Pointing out that life business has 
|many advantages unique to it, Mr. 
Jones stressed that it is ‘fone of the 
world’s most honored professions” and 
said the absence of scandal or failure 
|has earned the public’s trust and re- 
| spect. 

That life insurance is a guaranteed | 
product is a big advantage, he said, | 
and today, with a large amount of 
so-called guarantees being placed on 
different items, it is good to know that 
life insurance has an_ unqualified 
| Suarantee. 
| 








| Stability Is Advantage 
| Stability is another big advantage, | 
|Mr. Jones remarked. During a business 
/slump, he said, people need this stabil- 
|ity, and no other business has gone 
|through recessions and depressions | 
| with as little loss of business as has) 
'the life industry. 

Selling an intangible product is no 
disadvantage, said Mr. Jones, who 
called insurance “clean; not compli- 
|cated with the many variants that 
|affect manufactured products.” Also, 
|Mr. Jones continued, the universal 
|market of life insurance is the envy 
lof other businesses. Other manufac- 
turers cannot increase the per capita 
consumption of their product, but in 
life there is much that ‘can be done to 
— people buy more insurance, he 
said. 

Shortages and over-production are 
never a worry in the life business, 
jaccording to Mr. Jones. “We always 
keep plenty of blank policies in stock,” 
he said. 

As to competition, he said there is 
/no question about it being severe. But, 
he added, this, too, is an advantage, 
because competition creates progress 
and improvement, and “since we are 
all selling a product that is similar in 
most respects, the small companies can 
compete on an equal basis with the 
large.” 

Good salaries should not be over- 
| looked, he said. As a group, life agents 
have an average income exceeded only 
by independent proprietors and small 
business owners. 

Mr. Jones’ final point was that 
professional status can be attained in 
the life business where most other 
businesses do not provide that oppor- 
tunity. 


\N. C. Hearing On A&S 


Commissioner Gold of North Caro- 
lina has set a public hearing May 27 
on a filing by the Credit A&H Insur- 
ance Rating Bureau which would revise 
rates on coverage written in connection 
with small loans. 

The bureau requested approval of 
changes in forms and an increase in 
rates from $2 to $2.50 for each $5 unit 
of monthly benefits which would re- 
store the rate prevailing before the cut 
last year. 
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HOTEL CLEVELAND 


Res 


Cleveland Room 


Dine in the splendid old world 
setting of a grand dining 
room. The menu is varied, the 
service unexcelled, 


Dyoyelliem 


One of the brightest of the city's 
supper clubs. Dancing nightly 
from 9:00 p.m. 

Air conditioned, of course. 


Rik Room © 
A true specialty restaurant. 
For Fabulous Roast Beef, 


roasted, carved and served 
to your order. 


Strictly stag — is this all male 
haven for good drinks, 

good food and good talk. 
Plus sports events on TV. 


TRANSIT BAR 


For rapid service in the most 

unique bar in the country . . 
decorated with an outstanding 
collection of miniature trains. 


“PANO 


Pause — in the relaxing, informal 
atmosphere of the gayly decorated 
Patio. It’s a Cleveland habit to 
say — “Meet me at the Patio.” 


3& Coffee Shop 


Service is brisk and decor cheerful 
in the modern, air-conditioned 
coffee shop. Enjoy a tasty sandwich 
or a moderately priced meol. 
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CLEVELAND, OHIO 
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LIFE INSURANCE EDITION 


NOW! 

Sub-standard 
Accident & Sickness 
Insurance 





... available from 
New York Life 


New York Life, which pioneered life insurance for sub-standard risks, now offers a 

new Sub-standard Accident & Sickness program. Under the program, many people with 
certain physical impairments or adverse medical histories may—upon payment of 

an extra premium—qualify for coverage without an impairment exclusion rider. « Extra 
premiums are of two general types—‘“‘permanent” and “‘temporary”’ with the temporary 
extra premium payable for periods of five years or less, depending on the nature and severity 
of the physical impairment or medical history. « New York Life’s complete line 

of Accident & Sickness policies is available under this new program .. . giving Nylic 
representatives everywhere more sales opportunities for greater earning potential. 


New York Life Insurance @ylio Company 


51 Madison Avenue, New York 10, N. Y. 


Life Insurance + Group Insurance « Annuities « Accident & Sickness Insurance + Pension Plans 
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AeNATIONAL UNDERWRITER 


Actuarial Meeting Program Announced 


(CONTINUED FROM PAGE 2) 


-d higher than the minimum need not exceed 
the amount sufficient to bting the total ag- 
gregate reserve up to thatfon the minimum 
standard, including any deficienty reserve at- 
taching thereto? 

2. What are the current prospects for adop- 
tion of a new mortality table for the valuation 
of ordinary insurance? 

B. What is the background of the program 
currently in progress for mutualization of 
some prominent Canadian companies? What 
is expected to be the position in the mutual- 
ized companies of policies originally sold on 


Discussion of Subjects of Special Interest 
2:00 p.m. June 5 
The meeting will be divided into three groups 
which will meet in separate rooms to discuss 
the subjects indicated. Non-members are wel- 
come to discuss the various topics. 
Individual Ordinary Insurance 
Arthur W. Larsen, Chairman 


I. Underwriting. 

A. What is meant by standard mortality in 
ordinary insurance—i.e., on what principles is 
the division between standard and substandard 
classes determined? How have mortality re- 


the non-participating plan? 


ductions of the past 25 years affected the con- 
cept of standard insurance? 

B. What special problems, if any, must be 
considered in the writing of life insurance (1) 
at very advanced ages? (2) with mortality 
ratings in excess of 500%? 

II. Non-forfeiture benefits. 

A. Is there a more satisfactory way of al- 
lowing for the expense of paid-up and ex- 
tended insurance than the use of a margin in 
the rates of mortality? 

B. Is there a more satisfactory way of de- 
fining the mortality basis of minimum extend- 
ed insurance benefits than as a multiple of 
the mortality used in defining minimum cash 
values? 

C. Is there any trend towards abandonment 
of extended insurance as a non-forfeiture ben- 
efit? Is the automatic premium loan provision 
a satisfactory substitute? 














*"Qur Partnership Philosophy ‘Sparks’ New ideas!” 


SAYS SHERMAN M. JENSON, VICE PRESIDENT, GROUP, AMERICAN UNITED LIFE INSURANCE COMPANY 


“NEW sound techniques in the fast-growing area of Group Life 
Insurance are reflected in our ‘Home Protector’ Plan. 

“Designed specifically for lending institutions making home 
mortgages, this unique plan is based on coverage of monthly 
mortgage payments, in such a way that makes it a first-in-the- 


field. 


Your home office “partners” —key personnel who back you in the field— 
are pictured in background of above photo. Behind desk, left to right: 
Henry Heintzberger, Serge Bushong and Tom Eberhard. In front of 
desk: Willard Thomas and Bill Johnson. Right-hand group: Warren 
Couger and Charles Macey. 








“Agents are finding ‘Home Protector’ easy to sell because it’s 
easy to understand—easy to get—easy to pay for—easy to ad- 
minister. Being true Group, it is low-cost. Simple, flexible . . . 
designed to meet today’s changed needs. 

“And, it’s available here, first, already proved and working. 
Another example of our ‘Partnership Philosophy’ in action. 

“American United’s portfolio also includes employer-employee 
plans, group-credit plans, pensions, trusts and a real door-opener 
— ‘Baby Group.’ 

“You might be interested in knowing more about all of these, 
as well as our ‘Partnership Philosophy.’ Write, wire or phone me.” 


a = 


AMERICAN UNITED LIFE INSURANCE COMPANY e 


INSURANCE 





HOME OFFICE: 


I Woak-3 a koe-Uale Onatna-xe 


COMPANY 


The Company with the Part 


INDIANAPOLIS, INDIANA 


ALL OF APY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - UNIQUE JUVENILE - GROUP INSURANCE - GROUP RETIREMENT - PENSION TRUSTS - NON-CANCELLABLE 


9 


ANTEED RENEWABLE MAJOR MEDICAL- GUARANTEED RENEWABLE HOSPITAL & SURGICAL - SPECIALISTS IN SUBSTANDARD UNDERWRITING—REINSURANCE 
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III. Miscellaneous. 
A. In what ways may life insurance cop. 
tracts be redesigned to minimize a possible 
indefinite continuation of inflation? 
B. In the computation of premiums, is there 
any more satisfactory method of allowing for 
lighter mortality among female lives than by 
the use of an age differential? Can the ab. 
sence of differential rates for female lives be 
justified when premiums are graded by size? 
C. To what extent have the respective the. 
oretical disadvantages predicted for the “Do). 
icy fee’? and “size group’? methods of Srading 
premiums by size of policy been encounterej 
in practice? 
Employe Benefit Plans 
Dorrance C. Bronson, Chairman 
I. Coverage for Small Groups. 

How do the premium levels for group life 
and group A&S contracts covering less than 
25 employes compare with those in use for 
contracts covering 25 or more employes? 
What has been the claim and lapse experience 
on this business? What are the costs of ad. 
ministration? Is experience rating practica}? 


II. Pension Plans. 

A. What is the present outlook for the spreaq 
of the variable annuity concept among (a) 
insured pension plans and (b) trust fund pen. 
sion plans? 

B. What information is being included jn 
actuarial reports as to actuarial methods ang 
assumptions used (a) for non-insured pension 
plans and (b) for insured deposit administra. 
tion plans? 

C. Is there a demand in the United States or 
in Canada for special pension plan provisions 
for widows and children similar to those in 
effect in Great Britain? How are such pro- 
visions being funded? 


III. Health Coverages. 


A. To what extent is duplicate coverage 
present in medical expense insurance? What 
controls have been adopted? 

B. What are the advantages and disadvan. 
tages of using projection factors in deter. 
mining hospital and surgical premiums? 

C. What steps have been taken to establish 
or maintain major medical expense protection 
among retired employes? Has any significant 
experience been collected? 


IV. Impact of social security. 

A. To what extent has the disability insur. 
ance benefit of the U.S. social security law 
(payable since July, 1957, to qualified disabil- 
ity cases over age 50) affected privately op. 
erated insurance and retirement plans for 
employes? Have adjustments been made in 
private plans to integrate disability benefits 
thereunder with those provided by social se- 
curity. 

B. What would be the effect on insurance 
company plans, and on Blue Cross and Blue 
Shield, of the enactment by Congress of pro- 
posals to provide hospitalization and surgical 
benefits, and nursing and home care following 
a period of hospitalization, for persons el- 
igible for old age and survivor insurance ben- 
efits? What problems would be encountered 
in attempting to estimate the cost of such 
benefits? 

Individual A&S 
Charles N. Walker, Chairman 
I. Problems Arising from Legislation 

What problems have arisen from the recent 
enactment in certain states of legislation lim- 
iting a company’s right to cancel or to refuse 
to renew individual A&S policies? What steps 
have been taken to meet these problems? 
What problems may arise from similar legis- 
lation now being considered by certain state 
legislatures? = é 3 
II. Underwriting and Administration. 

A. Can the problem of duplication of cover- 
age or overinsurance in hospital and medical 
expense coverages be met by (1) underwrit- 
ing procedures? (2) claim administration? (3) 
policy limitations? 

B. What problems have been encountered by 
companies which have attempted to provide 
insurance to impaired risks by means of extra 
premiums, with respect to (1) sales? (2) un- 
derwriting? (3) claim experience? (4) persist- 
ency? 

C. The use of guaranteed renewable pro- 
vision with the right of premium scale changes 
has become widespread in the writing of hos- 
pital and medical expense policies. 

1. What problems will confront companies 
in the future if the need arises to increase pre- 
mium scales? 

2. For policies intended to be paid up at age 
65, will problems be encountered if insu 
terminate coverage in later years without re 
ceiving non-forfeiture benefits? 

3. What problems are encountered with pol- 
icies which are guaranteed renewable for the 
life of the insured? 


III. Miscellaneous. 

A. What is the relationship of the HIAA 
statistical plan to existing plans for the study 
of A&S experience and to the work of the 
society committee on experience under in- 
dividual A&S insurance? Is there need for 
further expansion of the society’s area of re 
sponsibility? 

B. Should any changes be made in the pres 
ent annual statement requirements for indi- 
vidual A&S, e.g. exhibit 9, Column 11 of the 
gain & loss exhibit, schedule H, schedule 0, 
and the policy experience exhibit? Is there 
need for an equivalent of the life insurance 
policy exhibit? Should schedule H be improv! 
to classify coverages more adequately? What 
simplifications can be made? 

9:30 a.m. June 6 


II. Actuarial Meetings. 

A. Does the simultaneous session plan used 
on Thursday afternoon at this meeting co 
at the 1956 fall meeting) result in a m0 
attractive program? 2 

B. What is the best division when simulta 
ous sessions are held? Should certain be 
(e.g., Individual A&S insurance and pace» Ag 
benefit plans) be maintained on a sem “pe 
manent basis? 
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DISCOVER 
THE 
DIFFERENCE 





HE DID IN 1687* 
YOU CAN IN 1958 


You can Discover the Difference in 


1958 faster and easier than he did. 
If you’re like many life underwriters 
you've been searching for the company 
which can help you make life insurance 
a career instead of a job without a defi- 
nite future. We feel we are the com- 
pany with the difference . . . here’s 
why: 
@ Top first year and renewal commis- 
sions for General Agents and Agents. 
(Liberal vesting provisions.) 


@ Office allowance to General Agents. 

@ Lifetime service fee. 

@ Liberal retirement plan. 

@ Hospital benefits for self, 
dependents. 

@ Disabilit?} income when sick or 
disabled. 


@ Group life insurance. 


@ Complete portfolio of modern policy 
forms for better production. 


@ Excellent sub-standard facilities en- 
abling you to serve a larger clientele. 


Important? Of course, because isn’t it 
true . . . you’ve been so busy creat- 
ing security for others you’ve forgotten 
the most important person of all — 
yourself — and your own security at 
age 65? 

For more detailed information on these 
important differences contact: 


MARC F. GOODRICH, C.L.U., 
Assistant Director of Agencies 


*SIR ISAAC NEWTON, who first 
discovered the difference when 
an apple fell on his head, arousing 
his interest in gravity. He put 
his findings in book in 1687, 
called greatest contribution to 
science by any one man. 


SECURITY BENEFIT LIFE 


INSURANCE COMPANY 
TOPEKA, KANSAS 


Founded 1892 
A Mutual, Legal Reserve Company 


YiM 








LIFE INSURANCE EDITION 


C. Would panel sessions or outside speakers 
on certain topics be preferred to the informal 
discussion plan? 

III. Special Policies. 

A. Family Plans. 

1. Are there any signs which suggest that 
the popularity of these plans is waning? 

2. Has the persistency of policies written on 
these plans been significantly different from 
that of individual policies? 

3. What principles are followed in setting 
up reinstatement requirements for these plans? 

4. Have any valuation problems been en- 
countered other than those covered in the 
paper and discussion on this subject presented 
at the 1958 eastern spring meeting? 

B. Bank Loan and Split Dollar Plans. 

1. Is there a sustained demand for policies 
with unusually high early cash values? Are 
many companies not now issuing these plans 
planning to do so? 

2. Is there a heavy lapse rate on business 
written on these plans? If so, what under- 
writing precautions can be suggested to im- 
prove persistency? 

IV. Agents’ compensation. 

What are the trends in compensation ar- 
rangements for general agents or agency man- 
agers? 

Smaller Company Forum 
1:30 p.m. June 6 


I. Mortality 

A. What studies can be justified by small 
companies, and what results have they shown? 

B. What standards for expected mortality 
have been successfully used? 

C. Have any companies compared their ex- 
perience with table X-17? 

D. What objections, if any, are there among 
small companies for adopting X-17 as a valu- 
ation standard on a mandatory basis; on a 
permission basis? 

E. If X-17 is adopted on a valuation basis, 
what effect would it have on premiums or 
dividends? 

II, Merchandising. 

What special problems have smaller com- 
panies encountered in trying to stay abreast of 
new methods of merchandising ordinary in- 
surance—family plans, graded premiums, pol- 
icies with high early cash values, clauses de- 
signed to ‘insure insurability,’” lower rates 
for females. 

III. Smaller Company Forum. 

A. If the western spring meeting of the 
society includes a session of simultaneous dis- 
cussions, should the smaller company forum 
(a) be continued as a separate session, (b) 
be combined with a session on individual or- 
dinary insurance, or (c) be a separate section 
of the simultaneous discussions? 

B. In 1959 there will be four regional meet- 
ings in the spring (Atlanta, New York, Omaha, 
San Francisco). Should the smaller company 
forum be a part of any of these meetings? 

C. To what extent have the smaller com- 
pany forums fulfilled the needs of actuaries 
of the small companies? 

D. If the smaller company forum is contin- 
ued, how can it be improved? 

IV. Current Conditions. 

What variations have occurred in the econ- 
omy of various regions, and what has been 
the effect on life insurance sales? Policy loans 
and surrenders? Changes in mode of premium 
Payments? New investments? 

What steps have companies taken to adjust 
their home office and field operations to these 
changes? 

V. Company Organization. 

To compete successfully, have small com- 
panies found it necessary to sell individual 
A&S insurance? Enter the group field? De- 
velop an affiliation with a fire and casualty 
company? 

What are the major problems associated 
with each of these developments? 


LOMA Regional Draws 254 


For Varied Discussions 


(CONTINUED FROM PAGE 2) 
planning Crown Life, and J. E. Smart, 
planning executive of Confederation 
Life. 

The session on supervisory prob- 
lems had Orville Eadie, manager of 
personnel and planning of London 
Life, as chairman. The audience, di- 
vided into “buzz” groups of 10, dis- 
cussed four questions, with each of 
the groups handling one question. 

On the opening day, G. B. Phillips 
Jr., secretary of Jefferson Standard, 
was chairman for the initial discus- 
sion, on “Building the Individual,” 
which got under way following mes- 
sages of welcome from Peter McDonald, 
president of LOMA and Roy A. Mac- 
Donald, managing director. 

Four aspects of the subject were 
covered by James Greenwood, per- 
sonnel secretary of Massachusetts Mu- 
tual; L. M. Davison, associate secre- 
tary Manufacturers Life; S. T. Tooker, 
2nd_ vice-president Travelers, and 
Henry Dawes, director of personnel 
Connecticut General. 

The guest speaker at the opening 
day luncheon, Rev. Richard D. Jones, 


executive director Canadian Council of 
Christians & Jews, discussed the fac- 
tors motivating personnel to do an ef- 
fective job for the employer. These 
are pride in the product or service; 
pride in the company producing them, 
and pride in the management of the 
company. 


“Built-in Job Satisfaction” 


D. A. Roberts, vice-president and 
comptroller of Mutual of Canada 
served as chairman for the subject, 
“Built-in Job Satisfaction.” Speakers 
were E. A. Robie, 2nd vice-president 
and personnel director of Equitable So- 
ciety, and L. M. Clark, assistant plan- 
ning officer of Sun Life of Canada. 

Chairman for the discussion of 
staff administration was R. O. A. 
Hunter, secretary of Great-West, with 
P. L. Mitzner, vice-president, person- 
nel, State Farm,and T. J. Gorham, 
personnel manager, Home Life of New 
York, discussing the “line” versus the 
“staff”? concepts of personnel admin- 
istration. 

The concluding feature of the re- 
gional meeting was an address by 
W. H. Eastman, personnel director of 
John Hancock, whose subject was, 
“Where Are We Heading?” 


17 
Mr. Eastman discussed employe- 
management relations, and at the 


start traced the part played by tradi- 
tion in the behavior of an individual. 
He went on to evaluate the effective- 
ness of a formal human relations pro- 
gram in business and industry. 

Mr. Eastman put this question to his 
audience, “Can you actually plan and 
program human relations?” There fol- 
lowed a comprehensive discussion of 
just what is meant by human rela- 
tions, and an appraisal of formal hu-~ 
man relations programs. 

“In my book, human relations are 
the expression of a feeling—the mani- 
festations of a basic attitude—the 
practice of a way of life,” Mr. Eastman 
continued. 

In concluding his address, Mr. East- 
man answered the question, “Where 
are we heading?” in this way: 

“IT believe we are headed into a 
world where we can, if we will, share 
in the richest development of human 
resources this world has ever seen, 
but only by leading the parade, by 
initiating and promoting policies with- 
out fear or favor which will contrib- 
ute to the building of the individual 
we have heard so much about at this 
meeting.” 





will be reached. 





ONE AND ONE-QUARTER BILLION DOLLARS LIFE INSURANCE IN FORCE 





Life and Casualty Insurance Company has always followed a 
well planned course for progress. We look to the future with 
confidence. With well over a Billion Dollars of Life Insurance 
in force today, compared with the modest beginning of 1903, 
our goal of Two Billion Dollars of Insurance in force by 1960 
is already assured of achievement. Aware of the abilities of the 
men and women in our field force, because of the marvelous 
accomplishments in the past, we are confident that this goal 
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Massachusetts Mutual 

Stanley W. Bowen has been advanc- 
ed from group representative to dis- 
trict group manager at Los Angeles 
by Massachusetts Mutual and Philip D. 
Langlois has been advanced at the 
Cleveland group office to regional 
pension manager there. 

Robert F. McCormick, J. Willard 


HAeNATIONAL UNDERWRITER 


News Of Field Men 


Pickett and Paul Brown were named 
pension representatives at regional 
group offices in Cleveland, Boston and 
Atlanta, respectively. 


Prudential 

Prudential has opened a new district 
office at 432 Eastern avenue, Essex, 
in the Baltimore area, managed by 


Lawrence R. Pinno, regional super- 
visor of the Delaware-Maryland re- 
gion. He joined the company in 1950 
at Chester, Pa. 


American United Life 


Edward J. Breitenbach has been 
named agency manager in Des Plaines, 
Ill. He entered insurance in 1954. 


Aetna Life 
Robert R. Tebow has been appointed 
assistant general agent of the Craig 





Recently some 85 of N/W National’s leading 
producers gathered at the Edgewater Gulf 
Hotel for a preview of spring and a look-see 
at ideas meant to make their 1958-and-future 
years even better than record-breaking 1957. 
Under the theme, “Organizing for Growth,” 
they engaged in helpful exchange of ideas, 
heard practical talks on a variety of sales 
and market-building topics, enjoyed a round 
of golf and a dip in the pool, and went home 
reaching for new horizons. Growth made 
possible through such Leaders Conferences 
is another reason for the high regard in 
which our agents hold the N/W National 


franchise and the opportunities it represents. 


N/W NATIONAL 


ife Insurance for Living 
BOX 929, MINNEAPOLIS 40, MINNESOTA 
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agency of Aetna Life at Los Angeles, 
He joined the company in 1946 at 
Cincinnati and later did management 
work. 


Equitable Of lowa 


Three new general agents have been 
appointed: John D. Hopper has been 
named at Harrisburg to succeed the 
late Q. R. Cow. 
man. Mr. Hopper 
joined the Har. 
risburg agency in 
1952. 

James M. Winge 
has been named at 
Tampa, the com- 
pany’s first gen- 
eral agent in that 
city. He joined 
Provident Mutual 
in 1952 and was 
made unit super- 
visor at Atlanta in 
1954. 

Raymond Harris 
has been named at Jacksonville, suc- 





J. D. Hopper 





J. M. Winge R. Harris 


ceeding Phillips Marshall who has re- 
signed but will continue as a personal 
producer. Mr. Harris joined Life of 
Georgia in 1949 and later went with 
Provident Mutual, becoming brokerage 
manager at Atlanta in 1957. 


Connecticut General 


Carl T. Furniss, assistant superin- 
tendent of agencies, has been appoint- 
ed manager for Connecticut General 
at Hartford, succeeding Frank O. H. 
Williams, recently appointed vice- 
president. Mr. Furniss joined the com- 
pany at Lancaster, Pa., in 1946, becom- 
ing assistant Philadelphia manager in 
1947. ' 

Howard E. Mohr, assistant manager 
at Hartford since 1951, has been ap- 
pointed manager of the New Haven 
agency, formerly a district office of 
the Hartford agency, which now be- 
comes a separate branch and will have 
the district offices at Bridgeport, 
Stamford and New London under its 
direction. Sales operations at New 
Britain and at the Allen, Russell & 
Allen general insurance agency in 
Hartford will continue under the Hart- 
ford agency’s direction. 


Travelers 


Travelers has appointed John H. 
Whitehouse, Clyde C. Bell Jr., and Ned 
D. Johnson man- 
agers at Hemp- 
stead, N. Y., Ro- 
chester, N. Y., and 
Yonkers, _respec- 
tively. ‘2 

Mr. Whitehouse 
joined Travelers 
in 1950 at New 
York, becoming 
manager at Ro- 
chester in 1955. He 
succeeds R. 
Wilkinson, who 
has been gran 
sick leave on the 
advice of his doc- 





John H. Whitehouse 


tor. 
Mr. Bell joined the company in 1951 
at Reading, Pa.. after serving as Ber 
county safety director for the Red 
Cross. He became assistant manager 
there, with headquarters at Harris- 
burg. } 
Mr. Johnson went with Travelers 2 
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1951 at Bridgeport, Conn., serving as 
assistant manager there and at New 
York. He succeeds John D. Katterhorn, 





Ned D. Johnson 


Clyde C. Bell Jr. 


who has been granted sick leave on his 
doctor’s advice. 


Washington National 


J. J. Weinstein has been appointed 
general agent in New London, Conn., 
with offices at 20 
Meridian street. 
He has had five 


years sales and 
managerial ex- 
perience in A&S 
and life. 


James T. Dwyer 
has been named 
general agent in 
Providence. He en- 
tered the business 
in 1950 with Union 
Mutual at Syra- 
cuse, and in 1955 
was appointed 
field supervisor in 
five eastern states. He became a gen- 
eral agent for the same company in 
1956. 





J. J. Weinstein 


Lincoln National Life 


Thomas B. Sullivan has been ap- 
pointed general agent in Detroit, suc- 
ceeding George E. 
Griscom, who is 
resigning to con- 
centrate on estate 
planning as a 
member of the 
agency, which will 
be known as the 
Sullivanagency: 
After June 1, the 


agency will be 
located at 18441 
James Cousins 





road. Mr. Sullivan 
has eight years ex- 
perience, including 
service as division 
manager. 


Thomas B. Sullivan 


Northwestern Mutual Life 


Lon R. Argabright has been named 
assistant to Austin D. Rinne, new 





L. R. Argabright 


A. D. Rinne 


Dallas general agent. Mr. Argabright, 
who has been assistant to the director 
of education and field training at the 
home office, joined the company in 
Gee as a special agent in Oklahoma 


New York Life 


William F. Lynch has been appoint- 
ed district manager of the Butte, 
Mont., group office of New York Life. 

e€ has been a home office group 
tepresentative at New York. 


LIFE INSURANCE EDITION 


Name Beloit President 
A CLU Educational Adviser 


President Miller Upton of Beloit 
College, a national authority on busi- 
ness finance, has been appointed to 
the council of educational advisers of 
American College of Life Under- 
writers and American Institute for 
Property & Liability Underwriters. Mr. 
Upton has a background of teaching 
and administrative experience at Tu- 
lane University, Northwestern Univer- 
sity and Washington University. 
He is the author of articles and 


co-author of books on business finance, 
and was the recipient of the Jerome 
Jones scholarship at Harvard Univer- 
sity and a graduate fellowship in 
finance at Northwestern. 


—_— 


General American Remodels Office 

Modernization of General American 
Life’s home office building in St. 
Louis has been finished with the com- 
pletion of the third and fourth floors. 
The project, first started in 1951, re- 
sulted from the company’s decision 
to remain in downtown St. Louis rath- 
er than building outside that area. 
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Mutual Benefit Life Up 


29% For First Quarter 


Mutual Benefit Life reported a 20% 
increase in sales for March, a new 
March record for volume. The com- 
pany sold $42 million of ordinary, 
bringing the total for the first quarter 
to $116,675,000, up 24.2%. 

Presidential Life of Indianapolis 
has been given a certificate by the 
Indiana department. The company 
will specialize in a savings-investment 
plan. 








NATIONWIDE MUTUAL INSURANCE COMPANY e 





Mr. Samuel C. King (left) of Samuel C. King Agency, N.Y.C., 
with Dr. F. F. Bradshaw, President of Richardson, Bellows, Henry & Company, Inc., N.Y.C. 
Dr. Bradshaw’s firm is covered by Nationwide Group Insurance. 


ANOTHER 
GROUP ADVANCE 
BY NATIONWIDE ! 
















BIG case treatment for small 
Group cases—that’s what 
you get with Nationwide’s. 
Group Insurance Plans. 
No wonder so many Group 
yriters prefer Nationwide— 
for expert, local service... 
for special treatment of 
‘small Group cases (10 to 24 
lives) that saves you 
administrative time and 
expense...for outstanding 
new coverages at low cost! 


For further information, 
contact Nationwide 
Group Department, 

246 North High Street, 
Columbus 16, Ohio. 
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NATIONWIDE LIFE INSURANCE COMPANY 
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HtieNATIONAL UNDERWRITER 


Editorial Comment 
O'Mahoney Rides Again-The Same Horse 


“Here we go again, boys,” was our 
reaction to the utterances of the 
O’Mahoney' subcommittee’s counsel 


last week on the life insurance phases 
of the Senate inquiry into the insur- 
ance business. 

Having observed and reported on 
the life insurance investigation of Sen. 
O’Mahoney’s temporary national eco- 
nomic committee of nearly a score of 
years ago, we had no trouble detect- 
ing the same old O’Mahoney leitmotif: 
Have the life companies grown so 
big, individually and collectively, that 
they are dominating the economy’s fi- 
nancing more than is healthy? 

Counsel Donald P. McHugh of the 
Senate anti-trust and monopoly sub- 
committee dealt mainly with regula- 
tion of fire and casualty business in 
his talk before the insurance confer- 
ence of the American Management 
Assn., but as reported in last week’s 
issue he‘ mentioned that the subcom- 
mittee is interested not only in wheth- 
er the life companies are becoming 
too dominant in the nation’s invest- 
ment picture but also in whether they 
should continue to be exempt from 
rate regulation by the states and 
whether they are affording all they 
might in the way of benefits to their 
policyholders at the lowest cost con- 
sistent with financial stability. He also 
mentioned the possibility that some 
state laws might be unduly tough on 
new companies and in this way re- 
straining competition in a way incom- 
patible with the public interest. 

The “bigness” approach was the 
main thing in the TNEC investigation 
and although as Sen. O’Mahoney said 
later, the life insurance business came 
out of the entire investigation “with 
flying colors,’ it didn’t prevent some 
pretty unfair inquisitorial tactics from 
being used. The favorite one was to 
dig up isolated, non-typical smelly 
spots and get publicity for them that 
gave unthinking newspaper readers, 
and even a good many thinking read- 
ers, the idea that these situations were 
quite typical of the life insurance 
business. 

TNEC counsel and chief inquisitor 
was Gerhard Gesell, a brilliant and 
rising young lawyer, who dug hard for 
dirt and made the most of what he 
found. He and the committee started 
out with the idea that their inquiry 
would be on a par with the famous 
Armstrong investigation in New York 
in the early years of the century. 
From that point of view the TNEC 
probe was a fizzle. 

Hence it is surprising as well as dis- 
couraging to find that Sen. O’Mahoney, 
to judge from his counsel’s state- 
ments, is still off on the dominance 
kick. Of course, from a strategy point 
of view it is a handy stick to belt the 
companies with: If they are favoring 
big, solvent corporate borrowers in 
their lending, aren’t they discriminat- 
ing against the deserving’ little fellow 
who needs financing so he can pros- 
per and not be forced to the wall by 
his giant competitors who have access 
fo all this money that the life com- 
panies are lending? 


On the other hand, if a life company 
is lending to small, weak corporations, 
thereby flying in the face of the facts 
of economic life, doesn’t this mean 
that the insurer is violating its obliga- 
tion to invest its policyholders’ funds 
with the greatest soundness compati- 
ble with a reasonable return? 

So the insurer is damned if it does 
and damned if it doesn’t—and what 
better set-up could an_ inquisitor 
want than that? 

The life companies can expect to 
have the committee explore any un- 
favorable aspects it can find, without 
being too careful to point out the lim- 
ited extent to which such things pre- 
vail. They can expect to have news- 
papers pick up and feature the most 
sensational parts of the unfavorable 
stuff that the committee delves into. 

But it’s safe to say that trouble 
spots unearthed in the TNEC investi- 
gation have been cured and, more im- 
portant, some of the things that were 
made to look bad because many com- 
panies lacked the public relations sav- 
vy they have since acquired are going 
to be difficult or impossible for prob- 
ers to make capital of. 

Life companies learned from the 
TNEC investigation that it was not 
enough to be innocent—you’d better 
look innocent, too, or some smart in- 
quisitor is going to make a monkey 
out of you on the witness stand. A 
vast amount of progress has been 
made on this front in the last 20 
years. Moreover, there is available 
now through the Institute of Life In- 
surance a tremendous amount of au- 
thentic information about the business 
that was not available from any cen- 
tral source at the time the TNEC was 
poking around. There is nothing like 
an unassailable body of facts to cool 
off the fellows with the “Have-you- 
left-off-beating-your-wife?” type of 
questions. 

One point in Mr. McHugh’s talk 
should cause some wondering about 
possible congressional action on New 
York’s’ ultra-strict insurance laws, 
particularly their extra-territorial ap- 
plication. 

“A study of the competitive en- 
vironment in which the insurance in- 
dustry operates will necessarily em- 
brace an appraisal of _ restrictions 
through licensing upon the freedom of 
entry of new firms into the insurance 
business,” said Mr. McHugh. “A prop- 
erly administered state program must 
balance the need for preserving sol- 
vency and financial stability with the 
goal of promoting competition through 
the licensing of new insurance car- 
riers.” 

Mr. McHugh was thinking particu- 
larly of state laws designed to protect 
domestic companies from competition 
of out-of-state insurers but inquir 
into this could hardly overlook needé4 
lessly strict requirements set by a 
state, even though just as #@Ugh on 
domestic companies as out#of-state in- 


surers. By insisting that any company, ser. app 


licensed in New York follow the New 
York law, in certain essential respects, 
wherever the company operates, oom: 


New York needlessly interfere with 
freedom of competition? It can be 
argued that it is a good thing for 
New York to be so strict—but the 
O’Mahoney subcommittee is obviously 
wondering if there can be too much 
of a good thing. It would not be sur- 
prising if the New York laws got an 
intense spotlighting —R.B.M. 


Personals 


Philip F. Howerton, general agent 
for Connecticut Mutual Life in Char- 
lotte, N. C., has been elected moder- 
ator of the general assembly of the 
Presbyterian Church in the United 
States. Mr. Howerton, ruling elder of 
the First Presbyterian Church in 
Charlotte, is only the ninth layman 
to be chosen moderator in the 98- 
year history of the denomination. It 
is the top post in southern Presbyter- 
ianism. Mr. Howerton’s father, the 
late Rev. James R. Howerton, served 
as moderator in 1907-08. 

Miss Elizabeth Curtin, daughter of 
James T. Curtin, New York manager 
of the National Underwriter Co., was 
one of the top prize winners in the 
contest among high school editors 
sponsored by the joint committee for 
promotion of the Port of New York. 
A senior at Dominican Commercial 
High, Jamaica, Miss Curtin won first 
prize in the parochial and private high 
school division for her writing on the 
port and its functions. About 550 





editors competed. New York Board of 
Underwriters was one of the sponsor- 
ing organizations. 





George B. Byrnes, New England Life 
general agent in New York City and a 
director of the National Epilepsy 
League, presents an award to actress 
Constance Bennett for her work on 
behalf of the league. 





Vincent B. Coffin, senior vice-pres- 
ident of Connecticut Mutual Life, has 
been elected chairman of National 
Travelers Aid Assn. He recently com- 
— a two-year term as its presi- 

ent. 


R. Howard Dobbs Jr., president of 
Life of Georgia, has been appointed 
co-chairman for the Atlanta Com- 
munity Chest fall campaign. 


Wallace L. Clapp, vice-president of 
the Eastern Underwriter, received 
word while attefiding the Health In- 
surance Assn. meeting in Chicago 
that he had become a grandfather for 
the first time.‘with the birth of a 
daughter to s. Clapp and W. L. 
Clapp, Jr, of @6llingswood, N. J. W. L. 
Jr. is ‘with regional office of 
Royal-Globe group at Philadelphia. 
The baby is the first girl in four gen- 
erations of Clapps, 





May 17, 1958 


FReNATIONAL 


UNDERWRITER 


The National 
Weekly Newspaper of 
Life Insurance 


EDITORIAL OFFICE 


17 John St., New York 38, N. Y. 
Tel. BEekman 3-3958 TWX NY 1-3080 


Executive Editor: Robert B. Mitchell 
CHICAGO EDITORIAL OFFICE 


175 W. Jackson Blvd., Chicage 4, Il. 
Tel. WAbash 2-2704 TWX CG 654 


Associate Editor: John C. Burridge. 
Assistant Editors: Richard G. Ebel, 
William H. Faltysek, William H. Faricy and 
R. R. Cuscaden 


ADVERTISING OFFICE 


175 W. Jackson Blvd., Chicago 4, Il. 
Tel. WAbash 2-2704 TWX CG 654 


Advertising Manager: Raymond J. O’Brien 
SUBSCRIPTION OFFICE 


420 E. Fourth St., Gincinnati 2, Ohio. 
Telephone PArkway 1-2140. 


OFFICERS 


Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
John Z. Herschede, Secretary-Treasurer. 
420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone PArkway 1-2140. 


SALES OFFICES 


ATLANTA 3, GA.—432 Hurt Blidg., Tel. 
Murray 8-1634. Fred Baker, Southeastern 
Manager. 


BOSTON 10, MASS.—80 Federal &t., Rm. 
342, Tel. Liberty 2-9229. Roy H. Lang, 
Southern New England Manager and John 
F. MacNamara, Northern New England 
Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., 
Tel. Wabash 2-2704. A. J. Wheeler, Chicago 
Manager. R. J. Wieghaus and William D. 
O’Connell, Resident Managers. 


CINCINNATI 2, OHIO—420 E. Fourth 
St., Tel. Parkway 1-2140. Chas. P. Woods, 
Sales Director; George C. Roeding, Associ- 
ate Manager; Roy Rosenquist, Statistician. 


CLEVELAND 14, OHIO—1367 E. 6th St, 
Lincoln Bldg., Rm. 208, CH 1-3396. Paul 
Blesi, Resident Manager. 


DALLAS 1, TEXAS—309 Employers Insur- 
ance Bldg., Tel. Riverside 7-1127. Alfred E. 
Cadis, Southwestern Manager. 


DENVER 2, COLO.—234 Commonwealth 
Bldg., Tel. Amherst 6-2725. J. Robert 
Ebelhardt, Rocky Mountain Manager. 


DES MOINES 9, IOWA—327 Insurance Ex- 
change Bldg., Tel. Atlantic 2-5966. D. J. 
Stevenson, Resident Manager. 


DETROIT 26, MICH.—613 Lafayette Bldg., 
Tel. Woodward 5-2305. William J. Gessing, 
Manager for Indiana and Michigan. 


INDIANAPOLIS 20, IND.—5634 N. Rural 
St., Tel. Clifford 3-2276. William J. Gessing, 
Manager for di and Michigan. 





LOS ANGELES 66, CAL.—11326 Kingsland 
St., Tel. TExas 0-8159. E. C. Faris, Associate 
Pacific Coast Manager. 


MINNEAPOLIS 2, MINN.—1038 Northwest- 
ern Bank Bldg., Tel. Federal 2-5417. 
Howard J. Meyer, Northwestern Manager. 


NEW YORK 38, N. Y.—17 John St. 
Room 1401, Tel. Beekman 3-3958. J. T. 
Curtin and Clarence W. Hammel, New York 
Managers. 

NEWARK 2, N. Y.— 


Market 3-7019. John F McCormick, 
dent Manager. 


10 Commerce Ct., Tel. 
Resi- 


PHILADELPHIA 9, PA.—123 S. Broad St., 
Room 1027, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. 


T. LOUIS 2, MO.—221 Pierce Bidg., Tel. 
Chestnut 1-1634. Geo E. Wohlgemuth, ‘Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.--582 Market St.. 
Tel. Exbrook 2-3054. Richard G. Hamilton, 
Pacific Coast Manager. 


CHANGE OF ADDRESS 
Be sure to enclose mailing wrapper with 
new address. Allow three weeks for comple- 
tion of the change. Send to subscription of- 
fice, 420 E. Fourth St., Cincinnati %, Ohio. 








May 


coln Na 
National L, 
North Ame 








, 1958 





May 17, 1958 


Deaths 








HARRY W. COOLEY, 62, assistant 
manager of Travelers at Oklahoma 
City, died in a Tulsa hospital. He had 
peen with the company 31 years and 
was past MLG of the Oklahoma pond 
of Blue Goose. 


BEVERLY LAKE, 83, who retired in 
1940 after serving for many years as 
district manager for Metropolitan Life 
in Durham, N. C., died there. 








N. D. ASH Assn. Names 


N. H. Lang President 


The new president of North Dakota 
A&H Assn. is Norbert H. Lang, Ameri- 
can Life & Casualty, Fargo. Other of- 
ficers elected at the annual meeting 
in Bismarck are Jake Stein, New York 
Life, Jamestown, vice-president; Dale 
Augustin, Mutual Benefit H.&A., 
Grand Forks, vice-president; Jerry 
Tolleson, Mutual Benefit H.&A., Minot, 
vice-president, and O. D. Olson, North 
American Life & Casualty, Fargo, 
secretary-treasurer. 


Bankers National Passes 
Half Billion In Force 


Bankers National Life this month 
celebrated the achieving of half a 
billion dollars of life insurance in 
force. President Ralph R. Lounsbury 
paid tribute to the agents and employes 
and pointed out that it required 17 
years to reach the first 100 million dol- 
lars. The company is now in its 31st 
year of operations. 


St. Louis GA’s To Hold Panel 


General Agents & Managers Con- 
ference of St. Louis will be held May 
22, and will feature a panel discussion 
entitled “Induction and Initial Train- 
ing for New Agents.” Harley J. Simp- 
son, Equitable Society, is moderator, 
and the panel members are: Wallace 
C. Brunner, Connecticut Mutual; Dar- 
rell Eichoff, Metropolitan Life; Russell 
Fette, New England Mutual; Joseph 
Krull, General American; and Warren 
G. Pryor, New York Life. 


Stocks 





By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, May 13, 1958 

Bid Asked 

Aetna Life 

Beneficial Standard ............ 

Business Men’s Assurance 

Cal.-Western States 









Columbian National .. 
Commonwealth Life .. 
Connecticut General .... 
Continental Assurance . 
Franklin Life... 
Great Southern Life 
Gulf Life 
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Multiple Line Is No Professional Hindrance 


CONTINUED FROM PAGE 2 


casualty companies to wonder if their 
production would not suffer to the 
extent that their agents were devoting 
their time and talents to life pro- 
duction. 

Also of great significance is the fact 
that the great majority of large group 
life and A&S cases are produced by 
the general insurance man _ who 
through the close contact he has 
developed with his corporate clients 
has been in a position to control group 
sales. 

While an impressive case can be 
made for the view that life insurance 
marketing requires a trained specialist, 
there has been a marked trend towards 
packages like the family plan which 
can be sold without a high degree of 
technical knowledge. Couple this with 
a better informed public and the fact 
that the general insurance man does 
not have the billing and claims ex- 
pense in life insurance that he has 
with his fire and casualty lines and 
add the fact that the general insurance 
producer is suffering from a combina- 
tion of increasing overhead costs and 
having his market limited by competi- 
tion from direct writers, and we begin 
to see why there is an interest in life 
insurance marketing both on the part 
of fire and casualty companies and 
their agents. 


Less Individual Service 


Does all this mean that the CLU, or 
the CPCU for that matter, is a dead 
duck? The answer in my opinion is a 
resounding “No!” There is, of course, 
going to be less tailor-making and 
costly individualized service, particu- 
larly for those in the lower income 
brackets. Rambler customers can’t 
afford Cadillac service. 

When life companies enter the prop- 
erty insurance field, many of their 
agents will probably decide to include 
property and casualty coverages within 
the scope of their work. 

A number of agents may also be 
motivated for reasons expressed in 
other portions of these remarks, to 
seek a partnership or direct affiliation 
with a fire and casualty agency, or 
to represent a company which already 
handles all lines of insurance. 

Some large fire and casualty agen- 
cies have already established life de- 
partments many of which are headed 
by CLUs. Conversely, when life com- 
panies enter the property insurance 
field, they will undoubtedly feel the 
need for CPCUs or otherwise qualified 
specialists to aid and train their field 
men. It is also a sure bet that there 
will always be a substantial number 
of programers, estate planners, pension 
and business. insurance experts to 
handle life insurance for the upper 
income bracket clients. 


Sees Specialist System 


Putting it another way, there will 
be a group of agents handling all lines 
of coverage including life, particularly 
in the personal coverages, at a package 
level, catering primarily to the lower 
and middle income groups. More and 
more independent agencies will feel 
the necessity for selling life coverages. 
A large number of these will be staffed 
by specialists in the various lines of 
insurance in much the same way as 
law firms and medical clinics are 
staffed by specialists in the various 
fields of law and medicine. 

And finally, there will be the life 
insurance specialist co-ordinating the 
security benefit programs of well- 
heeled independents and business ‘con- 


cerns into a tailor-made program. Dr. 
Huebner has this to say on the sub- 
ject, in the proceedings of the Assn. 
of University Teachers of Insurance 
last December: “There should be no 
doubt or fear that the properly educa- 
ted life underwriter in terms of know- 
ledge of subject matter and profes- 
sional attitude will have a narrowing 
field of opportunity. Even as a life 
underwriter only (assuming the in- 
clusion of health insurance), he will 
have expanding opportunities which 
tend more and more to a lasting client 
relationship with his insured.” : 

It is my considered opinion that the 
advent of multiple underwriting will 
enhance rather than detract from the 
professional life underwriter—the 
CLU. The public won’t and shouldn’t 
pay large distribution costs for any 
need of which they are fully aware. 
For example, almost everybody today 
understands the need for a clean-up 
fund, but as we go up the scale toward 
estate planning and business needs, 
problems become more complex, the 
public is less aware of their require- 
ments and the services of a profession- 
al life underwriter are more urgently 
needed. 
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Also, we must remember that people 
are constantly moving from the lower 
to the higher income groups, and as 
their property holding and responsibil- 
ities increase, they have greater needs 
for professional service. For example, 
the number of families with spendable 
incomes over $4,000 is twice as large 
as it was in 1950, and in 1960 it will 
be three times as great as it is today. 
The 1957 issue of Life Insurance Own- 
ership Among American Families in- 
dicates that as family units move up 
to higher income brackets they do not 
increase their purchases of life in- 
surance in proportion. 

In the $4,000 to $5,000 group, which 
represents 19% of United States house- 
holds, the average expenditure for life 
insurance dropped from $140 to $120 
between 1950 and 1956. In the $5,000 
to $7,500 bracket life insurance spend- 
ing dropped from $210 to $185, and in 
the 17,500 and over group from $535 
to $440. 

Perhaps the ideal would be reached 
in partnerships between CLUs and 
CPCUs who by joint action, both as- 
suming the responsibility for their 
respective professional field, would 
establish a client relationship that 
would provide a service covering com- 
pletely the insurance needs of the 
policyholder. 





some of the reasons are .... 


1. THEIR PRODUCT IS IN 
STEP WITH THE TIMES .... 
Federal Life offers their men 
the finest Accident and 


Health contracts available 
today. In turn, our men can 
offer prospects non-cancel- 


lable, guaranteed renewable 
accident and health contracts, 
and participating as well as 
non-participating life insur- 
ance plans. 


2. FEDERAL LIFE HAS A 
VARIETY OF POLICIES .... 
Federal Life men are able to 
obtain more business be- 
cause they have a policy for 
every need. To name a few: 
Major Medical, Major Hospi- 
tal, Secured Income Plan, 
and Non-Cancellable 
Disability. 








MEN GET AHEAD FASTER! 


3. EACH POLICY IS TAILOR- 
MADE.... 

Each policy has a number of 
plans, any of which can be 
adopted to fit an individual 
need. In short, a plan for 
every pocketbook. 


4. PROMPT CLAIM SERVICE 
BUILDS GOOD-WILL .... 

Federal Life pays its claims 
promptly; it of fers no ex- 
cuses and builds added good- 
will for its agents. In %957, 
the Federal Life Claim 
Department paid: over 
$5,300,000.00' in claims. 


If you would like more de- 
tails on how you can get 
AHEAD faster write: 

Emery Huff, Dept. NU 


FEDERAL LIFE 


INSURANCE COMPANY 


6100 North Cicero Avenue, Chicago, lilinois 
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Home Office Changes 


FaeNATIONAL UNDERWRITER 


organized group department, his duties 
being to form a stronger liaison be- 
tween the home office and Federal 
Life agents. Mr. Burt was formerly 
with Continental Casualty. 


Connecticut Mutual 


Aetna Life 
William S. Carpenter and Norman 


Mr. Thomas will also teach in the 
school. He has been assistant super- 
visor at Omaha. 


Darrell E. Morrissette has been 
promoted to supervisor of policy issues 





C. Thomas have been appointed agency 
assistants at the Aetna Life home 
office. Mr. Carpenter, formerly assis- 
tant supervisor at Mineola, N. Y., will 
_ assist in the sales promotion program 


and teach in the life insurance school. tative 


Federal Life Of Chicago 


William M. Burt has been named 
to the newly created post of represen- 
in the company’s newly re- 


of Connecticut Mutual, succeeding 
Clifford R. Haskins, who retired after 
44 years with the company. Mr. Mo-- 
rissette joined the company in 1937, 
and has been assistant manager of the 
policy department since 1949. 





ANDREW KAKOYANNIS, General Agent for the Berkshire Life Insurance Company in Miami, Florida, entered the business in New Yorn 


City in 1922 as Special Agent. In 1928 he became Manager in t 





... and like the creative writer, an agent must utilize all the 
technical knowledge, personal experience, understanding 
and talent at his command, before he reaches the happy 
ending of a completed sale.” 


“There’s more creativeness involved in insurance selling, 
Mr. Kakoyannis, than I ever realized!” 


“That’s right. Any member of Berkshire’s field management 
team will tell you that the successful agent’s job is 99% 
creative. That’s why our training and field supervision pro- 
gram is continuous, designed to add a never-ending fund 
of information to each agent’s total experience. With this 
increased knowledge and technical skill the agents are 
equipped to sell even complex plans with complete confidence.” 


“Would I aet the benefits of this program?” 





he same city and in 1948 joined Berkshire Life as General Agent. 






“If your qualifications meet our recruitment standards, you 
certainly will. The whole philosophy of the program is to 
help both new and experienced agents increase their income 
by increasing their knowledge and technical competence. it 
makes it easy to understand why today 
Berkshire presents the greatest potential 
for personal growth in the industry!” 


ERKSHIRE 


LIFE INSURANCE Co. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. « A MUTUAL COMPANY °¢ 1851 
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Ohio National Life 


John H. Reed 
has been named 
director of agents 
training. He 
opened the Peoria 
agency in 1953, 
after many years 
with Lumbermens 
Mutual Casualty 
and New England 
Mutual. In 1957 
he moved to Ohio 
National’s home 
office. 





Prudential 


John A. Albertson has been pro- 
moted to investment analyst in the 
commercial and industrial loan de- 
partment, Detroit. He joined the bond 
department in 1947 and went to the 
— regional home office in 


Equitable Society 

Drs. John W. Unger and Robert G, 
Wood have been appointed assistant 
medical directors of Equitable Society, 

Dr. Unger has been in private prac- 
tice in Lorey, N. Y. Dr. Wood has been 
in private practice in Coffeyville, 
Kansas. 


Colonial Life 


Colonial Life has appointed James 
R. Anderson assistant actuary. He 
joined the actuarial department last 
October. He is an associate of Society 
of Actuaries. 


MICHIGAN LIFE—Harry O. Bourke 
has been elected vice-president for 
bank service. He went with the com- 
pany’s claim department in 1953 in 
Escanaba, Mich., and later was pro- 
moted to assistant vice-president and 
2nd vice-president in the bank service 
division. A. Y. Beaupre, with Michigan 
Life since 1930, has been named vice- 
— commercial A&H _ depart- 
ment. 


INTERSTATE LIFE & ACCIDENT 
has promoted Robert V. McBrayer 
from assistant manager of the division 
I agency force to the newly created 
post of assistant manager. of agencies. 
He has been with the company since 
1931. 


BENEFICIAL STANDARD LIFE— 
John F. Marten, has been elected to 
the board. He is president of Great 
Western Savings & Loan Assn. 
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O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 











BOWLES, ANDREWS & TOWNE. Inc. 


ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 























RICHMOND ATLANTA NEW YORK 
PORTLAND 
a CONSULTANTS )] 

IN MARKETING AND MANAGEMENT 
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FRANK LANG AASSOCIATES 

ONE NORTH LASALLE ST. 521 FIFTH AVENUE 

CHICAGO 2, ILLINOIS NEW YORK 17, N.Y. 
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Give Key Portions Of Associations’ FTC Briet 


(CONTINUED FROM PAGE 5) 


Trade Commission act is rendered in- 
applicable to National’s and Ameri- 
can’s advertising practices by the 
existence of state regulatory legisla- 
tion. 

The majority of the commission 
reached, and the petitioner here urges, 
a contrary conclusion. The commission 
construed the proviso to section 2(b) 











THINK... 


WHY are you paid the same 

commission as the lowest pro- 

ducers in your agency when you 
are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 
tinuing reward for attracting 
good producers to your agency? 
WHY are your renewal commis- 
sions for low lapses the same 


as paid to other representatives 
for high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 


WHY are smaller renewal com- 
missions paid over a long period 
of time instead of larger com- 
Missions paid over a short period? 


WHY has the Accident and 

Health Division of All Ameri- 

can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 
panies. 


WHY is All American Life & 
Casualty Company, having 
Started writing Life Insurance 


in July, 1956, already producing ap- 
proximately one million a week? 


If you want straightforward answers to 
all of these questions . . . write— 


E. E. BALLARD, President, 
ALL AMERICAN 


Mi 
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General Offices All American Building 
PARK RIDGE, ILLINOIS 
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as meaning that the Federal Trade 
Commission act shall apply to the 
“purely interstate” aspects of the ac- 
tivities of insurance companies even 
though the same activities are regu- 
lated by state law. The reasoning by 
which the commission reached this 
conclusion did not depend upon the 
words of the statute—and indeed is 
antithetic to them—but as the com- 
mission itself indicated was based 
upon certain assumptions with re- 
spect to constitutional limitations im- 
posed by the commerce clause on the 
authority of the states to regulate in- 
terstate commerce. 


Gives Congress’ Position 


The commission’s premise was that 
the commerce clause of its own force 
prevents the states from regulating 
interstate commerce, and that Con- 
gress has not removed and cannot 
remove this disability as to the regula- 
tion of interstate insurance transac- 
tions. Since the jurisdiction of the Fed- 
eral Trade Commission is in any event 
restricted to practices “in” interstate 
commerce, Federal Trade Commission 
vs Bunte Bros., Inc., 312 U.S. 349, the 
commission was forced by its premise 
to the incongruous conclusion that the 
last 12 words of the proviso to section 
2(b)—“to the extent that such busi- 
ness is not regulated by state law”— 
have no meaning whatever as applied 
to the Federal Trade Commission act. 
For on the commission’s theory the 
Federal Trade Commission act would 
continue to apply to all the activities 
to which it had ever applied, even 
though it “in one sense would super- 
sede a state law covering the same 
subject matter in a different and local 
phase of the transaction” (A.R. 75). 

Counsel for the commission appear 
now to concede that the premise upon 
which the commission proceeded is 
erroneous (Pet. Br., pp. 38-39, 41). 
They recognize, as they must, that 
“Congress has undoubted power to re- 
define the distribution of power over 
interstate commerce”, Southern Pacific 
vs Arizona, 325 U.S. 761, 769, and that 
the McCarran act is an exercise of 
this power, Prudential Ins. Co. vs 
Benjamin, 328 U.S. 408. They continue 
to urge, however, that the terms of the 
McCarran act, and particularly the 
words of the proviso to section 2(b), 
do not prevent the exercise of Federal 
Trade Commission jurisdiction in the 
cases before this court. 


Counsel Construction Differs 


To reach this result counsel have 
rejected the commission’s construction 
of the statute, and have adopted a 
construction explicitly repudiated by 
the commission. The commission had 
concluded that in the event of conflict 
between the terms or application of 
the Federal Trade Commission act and 
state legislative provisions the former 
must prevail, because Congress must 
have “contemplated that under cer- 
tain conditions the Federal Trade 
Commission act might supersede a 
state law purporting to regulate the 
business of insurance but not covering 
all aspects thereof” (A.R. 75). Coun- 
sel now dismiss this conclusion as only 
obiter dicta, recognizing that the Pru- 
dential case and North Little Rock 
Transportation Co. vs Casualty Recip- 
rocal Exchange, 181 F. 2d 174 
(C.C.A.8), certiorari denied, 340 U.S. 
823, establish the contrary (Pet. Br., 
pp. 36-37 n. 24). They now advance a 
theory: of general concurrent jurisdic- 


tion, under which the Federal Trade 
Commission act would continue to ap- 
ply to the advertising of any partic- 
ular insurance company unless the 
states formally and explicitly sanc- 
tioned that advertising, by legislation 
or after formal hearing. 

As we have pointed out, the FTC 
construed the proviso in a manner 
that flatly disregarded the over-all 
structure of the statute by giving the 
FTC precisely the same degree of ju- 
risdiction that it would have had if 
reference to it had been contained in 
section 4 of the statute, which lists the 
federal regulatory statutes whose ap- 
plication to the business of insurance 
the McCarran act was not to “affect 
in any manner.” ‘ 

Counsel for the commission seek to 
avoid this difficulty by conceding that 
the commission was in error by stating 
that the FTC act would supersede 
state law in the event of conflict. Their 
reading of the proviso, however, is 
subject to an equally serious difficulty 
of the same kind. Section 2(b) of the 
statute, apart from the proviso, pro- 
vides that: “No act of Congress shall 
be construed to invalidate, impair, or 
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supersede any law enacted by any 
state for the purpose of regulating the 
business of insurance, or which im- 
poses a fee or tax upon such busi- 
ness, unless such act specifically re- 
lates to the business. of insurance.” 

On petitioner’s construction of the 
proviso it becomes nothing more or 
less than a reiteration of the language 
above quoted. As the FTC itself rec- 
ognized in its opinion, which explicitly 
rejects the interpretation of the pro- 
viso now urged by its counsel (A.R. 
74): 

“If this proviso meant only that no 
action could be taken under the FTC 
act which was in conflict with state 
law it was wholly unnecessary. The 
statute already had stated that no act 
of Congress shall invalidate, impair, 
or supersede a state law unless it re- 
lates specifically to insurance.” 

There is no warrant for rendering 
meaningless, as petitioner’s argument 
does, an integral part of the statute, 
and it is significant that the FTC it- 
self recognized the indefensibility of 
such a construction and expressly re- 
pudiated it. 

Commission counsel, in support of 
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There are other reasons, too, why top 
insurance men know it’s smart busi- 
ness — profitable business to work 
with the North American Accident 
Insurance Company — Chicago. 


@ Top Commissions... 
Level A&H Renewals 


@ No Branch Offices 
To Compete With You 


@ Concrete Assistance — gets you 
off to the right start with hard- 
hitting sales aids and promotional 
materials. 

Extra Incentives to supplement 
your production achievements. 

If You Are Interested In Making Money 
—Not Just Today But Years From 
Now— remember you can start a chain 
reaction of sales by writing 


S. Robert Rauwolf, Vice President, Dept. J 


*The familiar abbreviation for the North 
American Accident Insurance Compan 
‘one of America’s oldest and strongest 
sonal Insurance stock companies. 


er- 








YOU Can Start a Chain Reaction of Sales . . . 


N.A.A.1.C.* 


Your future with this company can grow . . . and grow: 


New, Streamlined Life Portfolio! 


NAAIC’s Life lines have been revised—realistic, saleable rates. 


New Group Facilities—Life and AH! 
Outstanding Agency Contract! 


Ask any North American Agent what he thinks of his contract! It’s unbeatable! 





rounos> wee MAD American Accident Insurance Company 


Licensed to operate in the 48 states and the District of Columbia 
LIFE « ACCIDENT + HEALTH 
209 SOUTH LA SALLE STREET + CHICAGO 4, ILLINOIS 
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their theory of general concurrent ju- 
risdiction, make one attempt to grap- 
ple directly with the words of the 
MeCarran act which are decisive in 
these cases—“to the extent that such 





business is not regulated by state law.” 
They take the position that one who 
engages in conduct outlawed by a 
state statute providing for enforce- 
ment through an administrative proc- 
ess is not in fact “regulated by state 
law” until the statute has been actu- 
ally enforced against him through 
formal proceedings. 


Rejects Distinction 


This suggestion, which will be dis- 
cussed in more detail later in our ar- 
gument, must fail because it requires 
the acceptance of a distinction—be- 
tween permissive and prohibitory leg- 
islation—which is nowhere remotely 
suggested in the McCarran act; because 
it demands a reading of the act which 
does violence to its words; and be- 
cause it cuts strongly against the fact, 
conceded by commission counsel, that 
Congress in passing the McCarran act 
intended that state rather than fed- 
eral policy should control in the reg- 
ulation of the insurance business. It 


FieNATIONAL UNDERWRITER 


requires the words “regulated by state 
law” in the proviso to section 2(b) to 
be read as if they in fact said, “sub- 
ject to a formal administrative deter- 
mination arrived at in a state pro- 
ceeding.” There is no basis for thus 
substantially rewriting the words 
which Congress used to express its 
intention. 

Another basic difficulty with coun- 
sel’s interpretation is that it is no- 
where explained why, if the statute 
means what counsel would have it 
mean, Federal Trade Commission ju- 
risdiction is ousted only in the event 
of a formal state administrative deter- 
mination, made prior to the exercise 
of that jurisdiction, that particular ad- 
vertising does not violate state law. 
Necessarily advertising which 
has been formally challenged and 
found illegal is even more “regulated” 
than advertising which has been for- 
mally approved. Yet counsel urge that 
the McCarran act basically contem- 
plates a concurrency of state and fed- 
eral jurisdiction, with the latter being 
ousted only in the event of direct, 
open, and unmistakable conflict. Un- 
der these circumstances, counsel’s sin- 
gle attempt to come to grips with the 
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612 West 47th Street 
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relevant statutory language results in 
a contradiction, rather than a justifi- 
cation of their basic theory. 

II. THE LEGISLATIVE HISTORY OF THE 
McCarRRAN ACT SHOWS THAT CON- 
GRESS INTENDED THAT FEDERAL TRADE 
COMMISSION JURISDICTION SHOULD EXIST 
ONLY IN THE ABSENCE OF _ STATE 
LEGISLATION. 


FTC Act Does Not Apply 


We have pointed out that the words 
of section 2(b) of the McCarran act, 
read without the assistance of any 
extrinsic aids to construction, plainly 
provide that the FTC act is not to ap- 
ply to the business of insurance to the 
extent that the business is regulated 
by state law. The legislative history 
confirms the plain meaning of the 
words of the statute. It may be briefly 
summarized. 

The proviso to section 2(b) was not 
contained in the bills as first passed by 
the House of Representatives and the 
Senate. Those bills simply provided 
without qualification that nothing 
contained in the FTC act should apply 
to the business of insurance (91 Cong. 
Rec., Part 1, p. 1085). The committee 
reports on those bills therefore throw 
no direct light on the meaning of the 
proviso to section 2(b). 


Proviso Clarified FTC Act 


The proviso was added to the bill in 
the conference that took place between 
the two houses. Neither the conference 
report nor the statement that accom- 
panied the report to the House of Rep- 
resentatives (id. pp. 1357, 1396) con- 
tained any comment on the new 
proviso to section 2(b). In the House 
of Representatives the conference re- 
port was approved without debate (id. 
pp. 1395-1396). In the Senate, how- 
ever, the proviso to section 2(b) was 
discussed prior to approval of the con- 
ference report, and the statements 
made in the course of that discussion 
make it abundantly clear that the pro- 
viso was understood as meaning that 
the FTC act and the other statutes 
enumerated in the proviso to sec- 
tion 2(b) should not apply to the bus- 
iness of insurance to the extent that 
the states had enacted legislation for 
its regulation. 

At the very beginning of the con- 
sideration of the conference report in 
the Senate the following colloquy took 
plage (91 Cong. Rec., Part 2, p. 1442): 

“Mr. Murpock. As I understand 
the conference report which is now 
before the Senate, it provides for a 
three-year moratorium, which is fixed 
as ending on Jan. 1, 1948, against the 
invoking of the Sherman act and the 
Clayton act, and it provides that they 
shall again be in force after that pe- 
riod without any affirmative action 
on the part of the Congress, except as 
regulatory matters have been enacted 
by the states relating to subjects cov- 
ered by those acts.— 


Stresses Moratorium 


“Mr. McCarran. During the mora- 
torium. Regulatory acts must be en- 
acted by the several states in each of 
the several states. Otherwise the anti- 
trust acts become effective after Jan. 
1, 1948. ' 

“Mr. Murpock. But it is not the pur- 
pose of the bill and does not the bill 
accomplish this— 

“Mr. McCarran. It accomplishes a 
moratorium for three years against 
the operation of the acts mentioned, 
namely, the Sherman anti-trust act, 
the Clayton act, the FTC act, as 
amended, and the Robinson-Patman 
anti-discrimination act. 

“Mr. Murpock. So that during the 
moratorium it is intended, is it not, 
that the states shall affirmatively step 
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into the regulation of the insurance 
business? 

“Mr. McCarran. That is correct. 

“Mr. Murpock. And it is intended 
that on the expiration of the morato- 
rium the Sherman act, the Clayton 
act, and the other acts mentioned will 
again become effective except— 


“Mr. McCarran. Except as_ the 
states themselves have _ provided 
regulations.” 


State Legislation Gives State Control 


This colloquy can only mean that 
the enactment of legislation by any 
state—whether that legislation be con- 
sistent or inconsistent with the enu- 
merated federal statutes—would ipso 
facto displace federal jurisdiction un- 
der these statutes as to the subject 
matter covered by the state regula- 
tory legilsation. 

Shortly thereafter, Sen. Pepper read 
to the Senate the complete text of sec- 
tion 2, stating that he was “a little 
disturbed” by what he discovered in 
paragraph (b) of section 2. The fol- 
lowing colloquy then ensued (id. p, 
1443): 

“Mr. PEPPER. Does that mean that 
after Jan. 1, 1948, the states may de- 
termine whether or not the Sherman 
and other acts become applicable to 
the business of insurance? 

“Mr. McCarran. The answer to that 
question is ‘Yes’. During the three- 
year moratorium the states may, if 
they see fit to do so, enact legislation 
for the purpose of regulation. If they 
do enact such legislation, to the extent 
that they regulate they will have 
taken the business of insurance in the 
respective states out from under the 
Sherman anti-trust act, the Clayton 
act, and the other acts. If during the 
moratorium the states do not enact 
legislation for regulatory purposes, 
then on Jan. 1, 1948, the Sherman act, 
the Clayton act, and the other acts 
will become immediately applicable. 

“Mr. PEPPER. Apparently the con- 
ference report goes further than I had 
understood it to go. It does not stop 
with a moratorium at the end of three 
years. At the end of three years the 
moratorium would continue if in the 
meantime a state had regulated the 
business to any extent whatever. That 
would defeat the Supreme Court 
decision. 

“Mr. McCarran. The moratorium 
would not be continued, but if in the 
meantime the states themselves had 
regulated the business of insurance, 
the Sherman and Clayton acts and the 
other acts would not become effec- 
tive.” 


Divides Legislation And Regulation 


Petitioner suggests that a part of 
this passage “would seem to give af- 
firmative support to the government's 
position” (Pet. Br., p. 58). Counsel 
asserts that when Sen. McCarran said 
“If they do enact such legislation to 
the extent that they regulate, etc.” 
: he was distinguishing between 
“legislation” and “regulation” and that 
his statement therefore supports the 
inference that he meant that the en- 
actment of legislation is insufficient 
and the proviso requires that a state 
actually enforce its legislation against 
particular transactions (id. pp. 58-59). 

The language of Sen. McCarran pro- 
vides no rational basis for this infer- 
ence. In context the words “to the 
extent that they regulate” simply 
mean that unless the states have leg- 
islated as to subject matter covered 
by the named federal statutes, then 
those statutes will apply. It is also 
clear that in his discussion of the leg- 
islation Sen. McCarran used the words 
“legislation” and “regulate” as mean- 
ing the same thing. In the very pas- 
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sage to which the petitioner refers, 
Sen. McCarran explicitly stated that 
the applicability after the expiration 
of the moratorium of the statutes enu- 
merated in the proviso would depend 
upon the failure of the states to “en- 
act legislation,” and a few minutes 
earlier he had said that “regulatory 
acts must be enacted by the several 
states in each of the several states. 
Otherwise the anti-trust acts become 
effective after Jan. 1, 1948”. 

Sen. Ferguson thereafter confirmed 
the previous answer of Sen. McCarran 
in these words (91 Cong. Rec., Part 2, 
p. 1443): 

“Mr. Fercuson. After the morato- 
rium has expired, if a state has not 
legislated on the subjects covered by 
the three acts to which reference has 
been made, those acts shall be appli- 
cable to the business of insurance. 
But insofar as the state is concerned 
which has specifically legislated on 
the subject, the three acts shall not 
apply.” (Emphasis added.) 


Not Concurrent Jurisdiction 


This is not the language of concur- 
rent jurisdiction. It would be difficult 
to express in plainer terms the statu- 
tory intent, that when the states have 
legislated the application of the three 
acts ceases in toto. 

Even more plainly contradicting the 
petitioner’s suggestion that Congress 
intended that only state law explicitly 
sanctioning false advertising should 
oust commission jurisdiction are two 
exchanges which took place between 
Sen. McCarran and Sen. Pepper dur- 
ing the debate in the Senate. Sen. 
Pepper, attacking the proviso to sec- 
tion 2(b), stated (id. p. 1444): 

“The legal effect of the proviso which 
the Senator has just read is that a 
state can absolutely prevent the ap- 
plicability of the Sherman antitrust 
act and the Clayton act to insurance 
companies doing business in the state 
by passing a state act which will make 
combinations and restraints of trade 
unlawful in that state. As a practical 
matter, we know that the states can- 
not and will not enforce these laws 
against the insurance companies.” 
(Emphasis added.) 


Federal Acts Apply In Some Areas 


Sen. McCarran, who was engaged in 
explaining the proviso to the Senate, 
said nothing to contradict the inter- 
pretation thus offered, but contented 
himself with concurring with a state- 
ment by Sen. White that the federal 
acts would continue to apply in areas 
not reached by state legislation. 

In the next day’s debate Sen. Pep- 
per again stated his understanding 
of the proviso to be that (id. p. 1478): 

“For all future time the Sherman 
act, the Clayton act, and the FTC act 
shall not apply to the business of in- 
surance except in a state which has 
not regulated the insurance business 
or to the extent a state has not denied 
the effect of such federal acts. 

“Mr. President, if that language had 
contained the limitation that the state 
regulation, in order to be valid, must 
not be inconsistent with the Clayton 
act, or the Sherman act, I should have 
No objection to it.” 

Again Sen. McCarran took no ex- 
ception to the accuracy of Sen. Pep- 
Per’s interpretation, merely respond- 
ing that “the Congress of the United 
States would not attempt to tell a 
State how and upon what subject it 
should legislate” (id. p. 1479). 

In its discussion of the legislative 
history petitioner relies heavily upon 
certain remarks of Sen. Ferguson to 
the effect that state regulation con- 
trary to the Sherman, Clayton, or FTC 
act would, except in the instances set 
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forth in section 3(b), control (Pet. Br. 
p. 59). We fully agree that the pas- 
sages cited are, as far as they go, an 
accurate description of the effect of 
the McCarran act. Petitioner, how- 
ever, seeks to draw from them the 
negative inference that it was the in- 
tention of the proviso to section 2(b) 
that state legislation consistent with 
the acts there cited would not oust 
federal jurisdiction. 

This reasoning will not bear exam- 
ination. The passages to which peti- 
tioner refers appear in a debate in 
which Sen. Ferguson was not ab- 
stractly expounding the meaning of 
the proviso, but was rather responding 
directly to a question by Sen. Pepper 
expressly limited to the effect of the 
proviso when state regulatory statutes 
conflicted with the statutes there enu- 
merated. Under these circumstances, a 
discussion of the inapplicability of the 
federal legislation in the face of con- 
sistent state legislation would have 
been simply unresponsive. The fact 
that Sen. Ferguson did not here refer 
to this aspect of the proviso’s effect 
thus provides no basis for the infer- 
ence which petitioner seeks to draw. 


Refers To Senate Colloquy 


Counsel for the commission also 
point to a colloquy on the Senate floor 
between Senators O’Mahoney and 
Pepper (Pet. Br., pp. 60-61). It is not 
altogether clear in what respect this 
colloquy is believed to support coun- 
sel’s position. The statements by Sen. 
O’Mahoney particularly relied upon, 
to the effect that “state regulation 
must be for the state and not for the 
United States” and that “nothing in 
the proposed law would authorize a 
state to try to regulate for other 
states” appear to be merely a recog- 
nition that there are jurisdictional 
limits upon regulation by a state of 
activities which do not impinge upon 
its borders, and as to which it has no 
legitimate local interest. 


These statements are entirely con- 
sistent with the express statements 
made in the Senate which have been 
quoted at pages 28-33, supra, to the 
effect that when a state has legislated 
as to insurance activities affecting it, 
the FTC act and the other statutes 
named in the proviso to section 2(b) 
are not to apply as to that state. The 
entire colloquy shows that Sen. O’Ma- 
honey’s statements were not intended 
to suggest any doubt about the capac- 
ity of a state to regulate insurance 
transactions in which the state has a 
legitimate interest even though the 
regulation might apply to transactions 
in interstate commerce. See particu- 
larly the exchange between Senators 
Pepper and Ferguson with respect to 
the activities of rate-making bureaus 
at 91 Cong. Rec. Part 2, p. 1484. 


Finally, petitioner devotes consid- 
erable attention to statements made 
on the floor of the House during a de- 
bate which took place before the pro- 
viso was added to section 2(b) in con- 
ference. These statements are said to 
indicate a “desire to continue the ap- 
plication of the FTC act to false ad- 
vertising of insurance” (Pet. Br., pp. 
62-64). The difficulty with this rea- 
soning is that the remarks referred to 
were made a time when the draft act 
contained a provision flatly exempt- 
ing the business of insurance from 
the FTC act, whether or not the states 
had regulated the same subject matter. 


Under these circumstances, it is not 
surprising that concern was expressed 
over the possibility that various un- 
fair practices in the insurance indus- 
try would not be interdicted by either 
state or federal law. The elimination 
of this exemptive provision and the ad- 
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dition of the proviso were directly re-takes to go through the form of reg- 


sponsive to this concern, since by the 
terms of the proviso federal law con- 
tinues to apply unless displaced by 
state legislation. 

The notion that the proviso to section 
2(b) requires something more than 
the enactment of legislation by the 
states, or that the application of the 
proviso depends in any way upon the 
diligence of the enforcement efforts 
made by the states under their legis- 
lation, is flatly inconsistent with state- 
ments made in the Senate when the 
proviso was under consideration. For 
example, Sen. Barkley, shortly before 
the Senate voted on the bill, stated 
(91 Cong. Rec. Part 2, p. 1488): 

“I have been somewhat disturbed 
by the provision in subsection {b) of 
section 2 of the conference report. 
However, I think that under the in- 
terpretation given it by the conferees 
my doubts have been resolved, and I 
intend to vote for approval of the con- 
ference report. But I wish it to be 
understood that in voting for approval 
of the conference report I am accept- 
ing the interpretation placed upon it 
by the conferees, namely, that if any 
state, through its legislature, under- 


ulation merely in order to put insur- 
ance companies within that state on 
an island of safety from congressional 
regulation, that effort will be futile, 
and not only can Congress deal with 
any phase of the insurance business 
not dealt with by a state legislature, 
but even in a case in which a state 
legislature deals with any phase of it, 
but does not deal with it adequately 
in the opinion of Congress. Congress 
is not in any way barred by the con- 
ference report from dealing with that 
subject and with the phase of it which 
Congress deems to have been inade- 
quately dealt with by the state; so 
that hereafter we can enact such leg- 
islation as we may deem proper and 
wise to have enacted in connection 
with the regulation of this business, 
which clearly is interstate commerce.” 

This passage is an explicit recogni- 
tion of the fact that the proviso meant 
that the states might remove the in- 
surance business from the ambit of 
the Sherman, Clayton and FTC acts 
by legislation covering the same 
ground, whether that legislation were 
consistent or inconsistent with the 
federal statutes. 
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Ho!d Texas Lite Convention At Austin 


(CONTINUED FROM PAGE 6) 


prevent the federal government hav- 
ing a reason for exercising control of 
credit life in Texas. 

Robert W. Strain, newest member 
of the state board, spoke of three peri- 
ods in the development of insurance 
in Texas—the pioneering period, the 
development of competition, and a pe- 
riod of instability from which it is now 
emerging. Mr. Strain said that 20 years 
ago 80% of the companies in Texas 


did not exist. 

Commissioner William A. Harrison 
stated that he is pleased with the 
progress the department has been 
making, and paid personal tribute to 
the state board. 

Mr. Harrison stated that 13 people 
in his department are engaged in pol- 
icy form work. He emphasized that it 
takes time to train policy analysts, 
and stated that while current forms 


are being reviewed the backlog of pol- 
icies which the department could not 
review are being used by implied ap- 
proval but will be reviewed as soon as 
time permits. The department reviews 
250 policy forms each week, one-half 
of which do not meet legal require- 
ments, he said. Better service could 
be rendered if company officials would 
read the laws, he suggested. 

Penn Jackson, chairman of the state 
board, stated that money is the great 
problem in the department. There is 
no money to hire extra personnel, he 
said, because money appropriated by 
the legislature for specific purposes 
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cannot be used where there are more 
pressing demands. 

Alvin A. Burger, executive director 
Texas Research League, speaking of 
the league’s work with the insurance 
department, stated that his organiza- 
tion only does research work by re- 
quest and that it had studied the basic 
needs for reorganization of the de- 


partment. He said the department has: 


made progress but the League is stil] 
studying the department’s operations, 

Mr. Burger expressed the view that 
examination could be simplified and 
made more effective with fewer ex- 
aminers employed in the field. The 
future depends upon legislation, he 
said, but perhaps much paper work 
may be eliminated. 

W. Lee Shield, associate general 
counsel American Life Convention, 
discussed pending tax legislation. The 
tax approach of the Treasury toward 
insurance has been that of a general 
corporate tax, he said. The Treasury 
has promised to present a definite pro- 
gram, he said, but so far only stop- 
gap measures have been passed. He 
stressed that taxation of insurance is 
a long time business and calls for a 
long time study. Unity among compa- 
nies on the subject of taxation is es- 
sential, he urged. 

Governor Price Daniel spoke at a 
dinner, and Dr. Harry H. Ransom, vice- 
president and provost of University of 
Texas, was a luncheon speaker. 


Must Reduce Red Tape 


The associate section of Texas Life 
Convention heard R. H. Hardy, secre- 
tary Fidelity Union Life, speak on work 
simplification and cost reduction fac- 
tors. He stressed reduction of paper 
work to a minimum and simplification 
of all forms. He was followed by a 
film on simplification as applied to 
clerical operations. 

Raymond James, assistant person- 
nel manager Southwestern Life, pre- 
sented a study in absenteeism and 
turnover, a problem greatly increasing 
loss to employers. He cited the loss in 
absenteeism alone at $10 million per 
year. Studies have shown that only 
50% of the absenteeism is due to sick- 
ness he said. Good management prac- 
tices decrease absenteeism and turn- 
over can be reduced by good super- 
vision, he pointed out. 

Larry Klypas, personnel assistant 
Southland Life, spoke on staff control. 
He described how his company set up 
organization charts in. connection with 
a job evaluation program, and his pro- 
gram has shown possible reductions 
in the workers needed. 

Chris McClellan, American Hospital 
& Life, speaking on combining under- 
writing and policy issue departments, 
said that the underwriting committee 
considers only the data on the medical 
and other factors while the others see 
that the policy is issued as soon as 
underwriting is completed. 

Dennis Jones, supervisor tabulating 
department Great National Life, pre- 
sented the policy loan department 
plan. Fred Knight, assistant vice- 
president Rio Grande National, Dallas, 
described his company’s revision of 
policy loan procedure. 
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Public Apathy, Lack 
Of Data, Hold Back 
Dental Insurance 


Absence of sufficient public demand 
and a lack of usable statistics from 
which to calculate accurate costs have 
hampered the development of dental 
insurance programs up to now, Jo- 
seph F. Follmann Jr., director of In- 
formation and Research of Health In- 
surance Assn. of America, told Amer- 
ican Assn. of Industrial Dentists 
at their annual meeting in Atlantic 
City. However, the future of insurance 
or pre-paid plan to help cover the 
costs of dental care depends on the 
public demand, he said. 

Several questions still remain un- 
answered, Mr. Follmann pointed out. 
First, does the public really desire 
dental insurance? Can dental insur- 
ance meet the tests of sound insur- 
ance mechanisms? In the long run, 
which will provide the greatest value 
to the American people—dental in- 
surance, or dental care paid for by 
the individual through regular bud- 
geting from earnings? 

“The answers to these questions, if 
known,” Mr. Follmann stated, “would 
appreciably aid in any needed de- 
velopment of insurance mechanisms 
for dental care.” 


Average Cost Is $33 


While the average dental cost to 
the American family in one recent 
year was $33, he noted, the actual 
cost varies with different families. 
In that year 44% of American fam- 
ilies had no dental costs at all; 35% 
had costs ranging from $1 to $45; 
10% had dental bills between $45 and 
$95; 6% from $95 to $195; and 4% 
exceeding $195. Although 10% had 
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costs of $95 or more, Mr. Follmann 
observed that there was no indica- 
tion that such costs were a yearly 
occurrence, or of the proportion spent 
for luxury or cosmetic care. 

Most dental insurance programs 
were developed after 1954, Mr. Foll- 
mann reported. Among the sponsors 
have been labor union welfare fund 
plans, cooperative plans, employe as- 
sociation plans, a prepaid group notice 
plan, two non-profit service type 
plans, expansion of prepayment plans 
to include dental costs, and various 
insurance company approaches. Some 
of these programs are apparently suc- 
cessful, although all are in a more 
or less experimental stage. Some have 
clearly failed. 

Health Insurance Assn. of America, 
representing 267 insurance companies 
which write health cost policies, has 
been cooperating with the American 
Dental Assn. over the past year in 
preparing a statistical base for dental 
health care plans, Mr. Follmann said. 

“Should it become possible to de- 
velop such statistics,’ he remarked, 
“progress toward more _ insurance 
company coverage for dental care 
would be appreciably aided.” 


Elizur Wright Award 


Committee Complete 


Membership of Elizur Wright award 
advisory committee, which makes the 
annual award for outstanding original 
contributions to the literature of 
insurance, has been completed, 
according to William Beadles, presi- 
dent American Assn. of University 
Teachers of Insurance. 

Members of the committee, and their 
respective judging areas, are: Dr. R. I. 
Mehr, professor of finance University 
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of Illinois, committee chairman (ocean 
marine); William Rodda, secretary 
Transportation Insurance Rating Bu- 
reau (fire and inland marine); Robert 
A. Hedges, assistant professor of 
finance University of Illinois (casual- 
ty); Malvin E. Davis, vice-president 
and chief actuary Metropolitan Life 
(life); A. N. Guertin, actuary American 
Life Convention (A&H); and William 
Howard, professor of insurance, Uni- 
versity of Florida (insurance theory). 
R. W. Osler, Rough Notes Co., will 
serve the committee as secretary. 

Announcement of award is made at 
annual meeting of the _ teachers’ 
association. 


Will Again Award Scholarships 


Bankers National Life will ‘again 
provide scholarships totaling $500 to 
be divided equally between a girl and 
boy graduate of the class of 1958 at 
Verona high school. As in previous 
years, the selection of recipients of 
the awards will be made by the 
school guidance officer. 


Indianapolis Life’s April sales were 
11% ahead of April, 1957, and sales 
for the first four months were 18% 
ahead of the same period a year ago. 
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Plan Commission To 
Direct Activity Of 
Ind. Commissioner 


Establishment of a state insurance 
commission to direct .the activities of 
the insurance department will be rec- 
ommended to the Indiana legislature 
by the joint legislative. committee in- 
vestigating hospitalization insurance 
in the state, Sen. J. Russell Townsend, 
chairman, told members of Terre 
Haute Life Underwriters Assn. 

The commission would be made up 
ef four members appointed by the gov- 
ernor for staggered terms. All would be 
“qualified insurance people represent- 
ing the various fields of insurance,” 
two from each political party. 

“The commission would be required 
to meet regularly, and the members 
compensated on a per diem basis,” he 
explained. 

Stating that the rapid growth of the 
insurance business in Indiana has 
“outdistanced the facilities and man- 
power of our department as it is pres- 
2ntly organized,” Mr. Townsend called 
the commission idea a “modernization 
program.” 
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it’s your future 





Call it a job, call it a position... it 
must fill certain requirements to 
make it a satisfying career. 


available keep you selling, open more doors, keep 
you active and in business. 


SATISFACTION ... Knowledge that, as a skilled 


insurance man, you are providing the finest 
available service to members of your commu- 
nity through the Largest Exclusive Health and 
Accident Company in the World. 


SUCCESS... Financial independence through a 
growing income, greater prosperity, enhanced 
prestige in your own community. 
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Progress Reported 
In Dealing With 
Doctors, Hospitals 


Panel On Teamwork 
Reflects Encouraging 
Progress In Communication 


Encouraging progress in communi- 
cation between insurers, doctors and 
hospitals, was evident ‘in the remarks 
of those taking part in the panel on 
“Teamwork For Better Health” at 
the annual meeting of Health Insur- 
ance Assn. this week at Chicago. J. 
Henry Smith, Equitable Society, the 
outgoing president of HIA, was mod- 
erator. Those on the panel were Mor- 
ton D. Miller, Equitable Society; F. J. 
L. Blasingame, general manager of 
American Medical Assn.; E. L. Crosby, 
director of American Hospital Assn., 
and George W. Jacobson, executive 
president of Group Health Mutual of 
St. Paul. 

Mr. Miller, relating the progress of 
Health Insurance Council in its first 
10 years or so of existence, pointed 
out that when it was established it 
marked the beginning of cooperation 
on the part of the insurance industry 
with doctors and hospitals. The coun- 
cil has expanded each year. 


Tells Accomplishments 


Among the accomplishments of HIC, 
Mr. Miller said, are the annual sur- 
vey of voluntary health insurance cov- 
erage in the United States; the display 
exhibits now in use at hospital and 
medical meetings; the development of 
hospital admission plans, which he 
described as one of the “finest proj- 
ects”; and a plan to send out a month- 
ly bulletin service for hospitals de- 
scribing developments in the insur- 
ance business. 

The admissions plan, he pointed out, 
has resulted in a uniform admission 
blank which has the acceptance of 
American Hospital Assn. The blanks 
certify benefits, provide for direct 
payment to the hospital and give the 
— the claim information they 
need. 


In another area of blanks or forms, 
there is not so much satisfaction, Mr. 
Miller admitted. This has to do with 
the attending physician claim form, 
which is still an irritant to many doc- 
tors even though a uniform form has 
been developed and is in fairly wide 
use and has the approval of American 
Medical Assn. By premium volume, 
about 85% of the companies in the 
group field use the uniform form but 
only about 50% of those in the indi- 
Vidual. 

The newest council activity is the 
setting up of hospital relations com- 
mittees by states. The reception of 
this so far by doctors and hospitals 
has been good, he reported. 

Dr. Crosby said it is important to 
toordinate the activities of those pro- 
Viding health facilities. He observed 
that as of the first of January, 1959, 
the United States will be unique as 
the only nation where the federal gov- 

(CONTINUED ON PAGE 88) 
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400 Plus Attend HIA Annual 


New HIA offi- 
cers: Dutton Stahl, 
Iowa State Tra- 
velers Mutual, se- 
cretary; Travis T. 
Wallace, Great 
American Reserve, 
president, and V.J. 
Skutt, Mutual 
Benefit H.&A., 
vice-president. 








First National Survey Shows Wide 


Acceptance of Health Insurance 


Two out of every five American 
families who are protected against the 
cost of illness or accident have used 
their health insurance in the past 
year to defray medical expenses, 
Health Insurance Institute reported 
in announcing the results of its na- 
tional consumer survey of health in- 
surance just completed. Seven out of 
ten families who have health insur- 
ance have used it at some time during 
the period their policies were in force, 
it was announced. 

The study, conducted for the insti- 
tute by an independent research or- 
ganization, was undertaken to obtain 
information on what people know and 
think about health insurance, how 
they use it, and also how such factors 
as age, income, education and place 
of residence are related to health in- 
surance coverage. The survey is the 
first of its kind to be undertaken on a 
nation-wide scale for insurance com- 
panies. 


Results Of Survey Announced 


Results of the survey were an- 
nounced at the annual meeting of 
Health Insurance Assn. of America in 
Chicago by Albert I. Hermalin, assist- 
ant director of the division of stat- 
istics and research of Institute of 
Life Insurance, who served as con- 
sultant to Health Insurance Institute 
on the project. Mr. Hermalin said the 
survey involved interviews with 2,- 
000 families across the country, yield- 
ing information on more than 6,600 
individuals. 

On 53% of all claims, the survey re- 
veals, families received payment on 
all or most of the medical bill, while 
in 20% of the cases payment was re- 
ceived for about three-quarters of the 
bill, and in 15% of the claims, one- 
half of the total expenses were paid. 

Some 78% of the families using 
their health insurance expressed sat- 
isfaction with the service of the in- 
suring organizations in paying bene- 
fits, according to the institute survey, 
while 4% were dissatisfied and 18% 
had no definite opinion. 

These figures, Mr. Hermalin pointed 
out, are consistent with the generally 
favorable attitude of the population 
toward health insurance which is re- 
vealed by the survey. Some 81% of 
the people interviewed expressed a 


favorable attitude toward the idea of 
having health insurance for them- 
selves, while 9% were neutral in their 
comments and 8% were unfavorable. 
Of the insured families, 90% were 
favorable, and 55% of the families 
without coverage expressed a favor- 
able attitude. 

Mr. Hermalin pointed out that the 
pattern of attitudes on this question 
is almost identical for those covered 
by Blue Cross-Blue Shield organiza- 
tions and families protected through 
insurance companies. Nor is there sig- 
nificant variation, he added, in this 
attitude among. different income 
groups, or among families covered 
through group insurance plans and 
those with individual insurance pol- 
icies. 

Survey Suggests Improvements 


Public acceptance of health insur- 
ance is also reflected in the survey 
results on suggested improvements in 
plans or services. Some 25% of the 
families had suggestions to make in 
this regard, 16% gave no answer, and 
59% said they had no suggestions for 
improving health insurance plans or 
services. 

Of the families with suggestions for 
improving services, 25% desire more 
information on _ health insurance, 

(CONTINUED ON PAGE 32) 


Plan Ad Series 
To Highlight 
Growth Of A&S 


Health Institute Program 
Explained To HIA Members 


By James Williams 

A national advertising program to 
highlight the “dramatic growth of 

voluntary health 
insurance in the 
post war era” was 
urged by James 
R. Williams, vice- 
president of 
Health Insurance 
Institute, in his ad- 
dressing before the 
annual meeting of 
Health Insurance 
Assn. in Chicago. 
He said the pro- 
gram would be 
conducted by the 
institute under the guidance of the 
HIA public relations committee. 

The advertising would be institu- 
tional in nature, Mr. Williams ex- 
plained, and would stress the theme 
“New Security for the American 
Family.” 

Financing of the campaign would 
be on a voluntary basis by HIA mem- 
bers, Mr. Williams said. The program 
would consist of a series of full page 
ads in a national consumer magazine 
and would be designed to “create a 
true image of the vital part the health 
insurance business plays in the social 
and economic fabric of the country.” 

“T wonder if you in the insurance 
business who helped write the health 
insurance story have been too close 
to it to be fully impressed by it ad- 
vance and significance,” Mr. Williams 
remarked. “You have been instrumen- 
tal inbringing to the American family 
a new security it has never known 
before.” 

In addition to illustrating the 
growth of health insurance, the adver- 
tising program will underscore the 
fact that the record has been achieved 

(CONTINUED ON PAGE 82) 
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J. R. Williams 





J. Eugene Taylor, vice-president and actuary of National Life & Accident, 
with Mrs. Taylor and Mrs. Frank Harrington and Frank L. Harrington,presi- 
dent of Paul Revere Life and Massachusetts Protective. Mr. Harrington and 
Mr. Taylor are former officers of the old H. & A. Underwriters Conference. 
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Lens Eye View Of HIA Annual 


Photographed at the reception Monday evening of 
Health Insurance Assn. during the annual convention at 
the Drake Hotel, Chicago. Unless otherwise noted, identi- 
fications are from left to right. 


John H. Lumley, Benefit Assn. of Railway Employes. 
Oliver F. Siegmund, General American Life, and John 
W. Crews, B.A.R.E. 


Armand Sommer, vice-president of Continental Casu- 
alty, with Spencer Keare, president of Federal Life of 
Chicago, and J. C. Higdon, president of Business Men’s 
Assurance. Mr. Sommer moderated a panel at the HIA 
meeting on meeting problems within the business. 


Orville F. Grahame, vice-president and general coun- 
sel of Massachusetts Protective, with James E. Powell 
of Provident Life & Accident and Watson Powell of 
American Republic of Des Moines. 


Robert G. Hill of Security Mutual 
Life of Binghampton, N. Y., and W. B. 


Borgel, editor of the Accident & Sick- 


ness Review. 


Public relations experts from two of 
the leading insurance trade associa- 
tions confer in the HIA meeting— 
Samuel Klein of Health Insurance 
Institute and James Russell of Amer- 
ican Life Convention. 


Byron S. Davis, State Mutual Life, 
and B. K. Strong, Equitable Society, 
at the HIA meeting. 


Christopher Cox, 
North American 
Reassurance with 
Mrs. Stan Marma- 
duke and H. Stan- 
ley Marmaduke, 
Atlantic Life. 


Ardell T. Everett of Prudential ang 
Charles D. Scott of Great American 
Reserve. 


George W. Lane Jr., Metropolitan Life, president of 
International Claim Assn., with Ralph T. Miller of Pru- 
dential and Louis A. Orsini of the HIA staff. 


Commissioner Arch Northington of Tennessee (cen- 
ter), vice-president of National Assn of Insurance Com- 
missioners visiting at the HIA meeting with Robert H. 
Rydman (left), general counsel of North American Life 
& Casualty, and H. P. Skogland, president of North 
American L. & C. 





Roy A. MacDonald, managing director of LOMA and former director of com 
pany relations for HIA, visiting at the HIA meeting with L. D. Cavanaush, 
chairman of Federal Life of Chicago; Robert A. McCord of Illinois Mutual 
L. & C. and Gerald S. Parker, Guardian Life. 
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Neal Sees A&S Business Under Even More 
Pressures, State And Federal, In Days Ahead 


.The A&S insurance business will 
have to contend with increased pres- 
sures, both state 
and federal, in the 
days ahead, Health 
Insurance Assn. 
members were told 
by their general 
manager, Robert 
R. Neal, in his an- 
nual report. Ad- 
dressing the HIA 
meeting in Chic- 
ago, Mr. Neal said 
events are build- 
ing toward a pos- 
sible review of the 
McCarran act by Congress. 

“Judicial considerations, investiga- 
tions and hearings by congressional 
committees into various phases of in- 
surance and examination of the effec- 
tiveness of state regulation appear to 





Robert R. Neal 


be forthcoming,” he declared. “There 
is evidence that the industry in all 
of its branches may again be surveyed 
in an all-embracing inquiry not un- 
like the study undertaken by the Tem- 
porary National Economic Committee 
in the 1930s.” 

The case stating the accomplish- 
ments of state regulation has not yet 
been presented, he pointed out. The 
facts have to be gathered and Con- 
gress made aware of what has been 
done. “No claim is made that state 
regulation is now or ever will be a 
perfect system,” Mr. Neal commented, 
but “a dual system is completely un- 
desirable, in our view, lest the insur- 
ance industry be the rope of a federal 
vs state tug of war.” 

He said the business is approaching 
“at a rapid rate” the test of whether 
it can prove “beyond doubt” that the 
voluntary system can expand to in- 
clude and continue more persons, “and 





Darrell O. Smith, 
Central Standard 
Life, visiting with 
A. B. Hvale, Con- 
tinental Casualty, 
and E. M. Erickson, 
Nationwide Mu- 
tual, at the HIA 
reception Monday 
night. 





thus remove those pressures for un- 
necessary and unwise legislation 
which continue to exist.” 

The test, he declared, lies in the 
solution to problems in the areas of 
providing and continuing coverage for 
physieally impaired risks; of provid- 
ing hospital and medical expense cov- 
erage after retirement, and of deter- 
mining a satisfactory and generally 
acceptable solution to the continu- 
ance of coverage. 

Mr. Neal’s report contained a de- 
tailed resume of legislation and pend- 
ing legislation affecting the A&S busi- 
ness, both state and federal. He said 
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of primary interest to insurers are 
plans to expand the OASI program 
to provide hospital, medical, surgical, 
dental and nursing home care to re- 
cipients and their dependents. The 
HIA position is that it opposes the 
idea of utilizing OASI as a means of 
providing hospital, medical etc. care... 
and would explore other approaches, 
either private or public.... which 
might more adequately provide, with 
the least cost, a solution to the prob- 
lem limited to those aged who actu- 
ally need help in paying for medical, 
hospital and surgical care.” 
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HEALTH INSURANCE ASSOCIATION 
OF AMERICA 


and 
HEALTH INSURANCE INSTITUTE 


Accomplishments over these two years fully 
justify our pride in the past and our confidence 
in the future. 


PROVIDENT LIFE AND ACCIDENT 
INSURANCE COMPANY 
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Our country maintains its military 
leadership with advanced weapons 
like this rocket-firing Scorpion. Simi- 
larly, leading producers stay in front 
by offering the most up-to-date forms 
of personal protection . . . such as In- 





e (cen- ter-Ocean’s ever-expanding line of Life, 
ce Com- Accident and Health and Income-pro- 
a tection policies. 

f North Inter-Ocean representatives are 


always supplied with the latest advances 
in underwriting practice, as well as with 
competitive sales ammunition. 

If you are an interested broker, write 
today for information on the many op- 
portunities Inter-Ocean has to offer. 
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Plon Ad Series To Highlight A&S Growth 


(CONTINUED FROM PAGE 29) 
through free and competitive enter- Pointing out that health insurance, 
prise. Subsequent ads will describe within a few years, has “established a 
the specific types of coverages avail- relationship with nearly 75% of the 
able to help pay the cost of illness families in the U. S.,” Mr. Williams 
and accident. said two out of five families have had 
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to use their health insurance in the 
past year. “This. means that nearly 
40% of the families looked to the 
health insurance business for financial 
assistance, and at a time of emotional 
stress.” 

Mr. Williams said the public rela- 
tions committee of HIA is recommend- 
ing a budget of $300,000, for advertis- 
ing in the Saturday Evening Post. He 
explained that an effective television 
program for a year would cost $2% 
million, radio would cost $1% million 
and newspapers about 1% million. 
Magazine advertising was _ selected 
partly for reasons of budget, he ad- 
mitted, but he noted that magazines 
have mass coverage, executive cover- 
age, national circulation in both urban 
and rural areas, and are read by 
families with children—an important 
factor in selling health insurance. 

There is an almost “eager desire” 
on the part of the public for more 
information about health insurance, 
Mr. Williams declared. It was in recog- 
nition of this that Health Insurance 
Institute was established two years 
ago, to be the central source of infor- 
mation in fostering “better public 
understanding and appreciation of 
health insurance policies and services 
offered by insurance companies.” 
Will Strengthen Public Confidence 


The proposed advertising program 
will “strengthen public confidence in 
health insurance,” he said. “It pro- 
vides the business with an opportunity 
to state its philosophy with drama and 
impact. Above all, the business will be 
strengthening its own institutional and 
company public relations programs by 
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demonstrating its acceptance of its 
responsibilities for continuing to pro- 
vide the public with soundly conceived 
health insurance through voluntary 
means.” 

Mr. Williams’ explanation was ac. 
companied by slide films which showeg 
the layout and illustrations of the pro- 
posed advertising program. H. Clay 
Johnson, Royal-Globe, chairman of the 
public relations committee, said the 
program had been in the works for a 
year. The committee decided to use the 
voluntary subscription method to pay 
for the advertising in the same manner 
as done by Institute of Life Insurance, 
and Mr. Johnson called on Holgar 
Johnson, president of the institute, to 
comment on the voluntary subscription 
idea. 

HolgarJohnson said that “any public 
information program, even though vol- 
untary in character, implies enough 
support to make it effective.” He re. 
marked that this makes the support of 
such a program a good deal contingent 
on the belief in its message. The In- 
stitute of Life Insurance has 85% of the 
companies supporting its advertising, 
he added. 

Travis T. Wallace said the directors 
of HIA had adopted a resolution the 
day before recommending the adver- 
tising program. He said it would be 
helpful if the membership would en- 
dorse the resolution. The suggestion 
was seconded by E. J. Faulkner of 
Woodmen Accident & Life, and it 
carried unanimously. 





National Survey Reveals 


_ Health Ins. Acceptance 


(CONTINUED FROM PAGE 29) 
while 20% wanted more benefits in 
terms of dollars or number of days, 
and 14% suggested lower premium 
costs. The responses were found to 
vary little by type of insuring organi- 
zation. 

“It would seem to be significant,” 
Mr. Hermalin stated, “that the most 
frequently made suggestion expressed 
a desire for more information rather 
than a concern about prices, benefits, 
services, cancellation, claim service 
and the like. It indicates again the 
generally favorable feeling people 
have toward health insurance.” 

Mr. Hermalin said the survey indi- 
cates that the public does not perceive 
any essential difference between the 
health insurance provided by insur- 
ance companies and that offered by 
Blue Cross-Blue Shield plans. This is 
suggested, he added, by the fact that 
families who have Blue Cross-Blue 
Shield coverage, and those with insur- 
ance company policies, “tend to re- 
gard health insurance in almost iden- 
tical ways.” 

Turning to the extent of coverage, 
Mr. Hermalin reported that survey 
figures are consistent with previously 
published data showing that nearly 
three out of four American families 
have some form of health insurance. 
In 73% of all families, there is some 
health insurance coverage and i 
60% of all families every family mem- 
ber is protected. In 27% of families, 
no one is insured, the survey points 
out. It further reveals that men, wom- 
en and children are covered with vil- 
tually the same frequency, with 69% 
of the men insured, 67% of the wom- 
en and 66% of the children undef 
eighteen so protected. i 

In the selection of families to be in- 
terviewed, the survey, conducted for 
the Health Insurance Institute by Na 
tional Analysts of Philadelphia, fol- 
lowed a method similar to that use 
by the U. S. Bureau of the Census 2 
its sample interview surveys. 
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HIA President Warns 
Of Rough Seas Ahead 
In Legislative Field 


Two legislative crises, one concerned 
with state governments, and the other 
on the federal 
level, will face the 
health insurance 
business in the 
immediate future, 
J. Henry Smith, 
Equitable Society, 
president of Health 
Insurance’ Assn., 
predicted at the 
HIA annual meet- 
ing. The more 
urgent crisis, he 
said, will be the 
introduction of 
pills in state legislatures dealing with 
the renewability of individual insur- 
ance policies and allied problems. 
Passage of recent health insurance 
legislation in New York State, Mr. 
Smith observed, has increased the 
possibility of similar proposals in 
many other states. 

He told the company executives the 
problem “does not arise simply out 
of the desire of politicians to bedevil 
the business, nor merely out of their 
desire to capitalize on a demagogic 
issue,” but underneath there is a se- 
rious social problem.” 

Agreeing that time and competition 
could resolve this problem fully to 
the satisfaction of the public, Mr. 
Smith declared that these factors were 


J. Henry Smith 
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not enough. He called for HIA to un- 
dertake extensive analysis of the 
problem and te do everything it could 
to bring about the best possible solu- 
tion. 

The proposal to extend further the 
government’s OASI program into the 
field of health, represents the crisis 
at the federal level, Mr. Smith as- 
serted. Though he said he felt final 
action would not occur during this 
session of Congress, Mr. Smith opined 
there is a strong test of this proposal 
in the offing. The health insurance 
business, he declared, should be pre- 
pared to take its case to the people, 
“in order to take advantage of what I 
believe will be a favorable opinion 
among the general public in opposition 
to the socialization of our economy.” 


Cites Growth And Progress 


He went on to cite a number of de- 
velopments in the past year, which 
he said indicate growth and progress 
of the association. New applicants for 
membership, he said, are required to 
accept the HIA code of ethical prac- 
tices, and like older members are ex- 
pected to live by it in letter and spirit. 

Reporting on the growth in mem- 
bership, he emphasized that the num- 
ber of companies has increased, “but 
more importantly, the names _ that 
have been added represent firms of 
high prestige and accomplishments in 
our business. We have felt that on the 
one hand their applications constituted 
votes of confidence in the conduct of 
the association to date, and that on 
the other hand, the moral, financial 
and personnel assistance these com- 
panies provide will help immensely to 
assure the successful future of our 
organization.” 





F. J. Huch, 
North American 
Life, J. M. Wick- 
man, Mutual of 
New York, and 
Allan K. Archer, 
Great-West Life, 
at the HIA re- 
ception Monday 
night, 
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individual 


1. Commercial Accident and Health 


2. Individual and Family Major 
Medical Expense 


3. Hospital—Surgical Expense 
4. Trip Travel 


Group 


1. Travel Accident 
2. Key Man 
3. Small Group (5—24 employees) 
4. Employer — Employee 
5. Sports Accident 
6. Students 
7. New York State DBL 
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At Paul Revere FORWARD symbolizes much . . . 
growth ... attitude . . . spirit. . . a feeling of team- 
work. For Paul Revere field underwriters enjoy the 
full support of a broad and well-integrated recogni- 
tion and service program . . . a program designed 
to further their individual success: 


© competitive policy plans; outstanding claim 
service 


e progressive coordinated training 
¢ modern, practical promotion program 


° prestige-building production clubs; rewarding 
sales conferences 


... only a few of the reasons why career underwriters 
are attracted to Paul Revere as a company interested 
in their personal progress. 
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THE HEALTH INSURANCE ASSOCIATION 
OF AMERICA 


and we are proud to be charter members of this Asso- 
ciation which is dedicated to assisting the Insurance 
industry provide adequate coverage to meet the needs 
of the American Public. 


In This Spirit... 


Empire is meeting the public need by offering a brand 
new line of Guaranteed Renewable Accident, Accident 
and Sickness, Hospital, as well as true Group and Asso- 
ciation policies. 


Empire State Mutual Life Insurance Company 


Jamestown, N. Y. 


Morgan O. Doolittle 
President 


Douglas S. Felt 
Agency Vice President 





HIA Hears What 
The Customer Thinks 
Of A&S Insurance 


The tremendous progress made in 
A&S insurance in the last few years 
does not exempt the business from 
criticism or suggestions for improve- 
ment, a four-man panel agreed in 
describing to members of Health In- 
surance Assn. at its annual meeting 
in Chicago what the customer thinks 
of health insurance. Taking part were 
George Bugbee, president of Health 
Information Foundation, New York; 
Walter Seidel, director of personnel of 
Signode Steel Strapping Co., Chicago; 
Dr. Davis Gregg, president American 
College of Life Underwriters and pro- 
fessor of insurance at the University 
of Pennsylvania, and K. A. Carney, 
executive vice-chairman of Assn. of 
American Railroads. H. Clay Johnson, 
Royal-Globe group, chairman of the 
HIA public relations committee, was 
moderator. 


Public Needs Insurance Education 


All the speakers complimented the 
business on its recent achievements, 
but all commented that there is a 
good deal to be done in educating the 
public on the uses of A&S insurance. 
Of all insurance lines, A&S is the least 
understood, the speakers said, and they 
indicated they thought the job of 
explaining and educating is chiefly 
the responsibility of the companies. 

The vitality of the private health 
insurance movement is an indication 
that even more progress can be ex- 
pected, Mr. Bugbee declared. He defin- 
ed the job of health cover to allow 
the purchase of good medical care and 
to provide safety from financial catas- 
trophe. However, he said, it becomes 


part of the responsibility of insurers 


Pictured at Mon- 
day’s reception 
during the HIA 
annual meeting in 
Chicago are E. A. 
McCord, president 
of Illinois Mutual 
L. & C., with E. H. 
O’Connor, manag- 
ing director of In- 
surance Economics 
Society, and Paul 
W. Watt, president 
of Washington Na- 
tional. Mr. Watt is 
president of the 
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to see that their coverage does not 
result in inflation in the use of medica] 
services unduly or cause inflation in 
unit costs. 

The assumption by government of 
health care responsibility, as is the 
case in every large nation except the 
United States, Mr. Bugbee remarked, 
removes the incentives for improved 
service. Research being conducted in 
this country, he said, has already 
produced more knowledge of the social 
and economic dimensions of health 
problems than the British had at the 
time they enacted their socialization 
plan. “We know much more about the 
way Americans use and pay for med- 
ical and hospital care, drugs, and 
health insurance. If we use this know- 
ledge to chart our course, plus the 
information to be gained from the 
experiences of foreign systems, we 
may be sure that our traditional free- 
dom will be justified.” 


Must Define Over-Use 


Mr. Bugbee said the greatest need 
for additional research is in defining 
how much increased use by the in- 
sured population represents needed 
care and how much is over-use. A 
corollary objective is to determine that 
current hospital charges and _ physi- 
cians’ fees are justified as they are 
represented to those having insurance. 

The three Cs that are of paramount 
importance in buying A&S insurance 
are cost, claims handling and coverage, 
Mr. Seidel said. 

In today’s market cost may be a 
very important item to a company and 
its employes, he noted. The buyer 
wants to know whether he is getting 
the best possible value for the money. 
Today’s market in health insurance, 
he said, is like the market in many 
other lines—it is a buyer’s market. 
People—and companies—can be selec- 
tive, “and considering rising costs on 
every side, they have to be.” 

A small minority of insurance sales- 





Economics Society and Mr. McCord is a past president. 
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eal . ‘ane keep the public at arm’s length Lauds Health Insurance This is the famous AMERICAN PROGRESSIVE 
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think about coverage in depth. The pr mp ree health pian: <n 
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pe aie as y s anew each day, and in the highest 
. possible ratio of each day’s dealings 
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Interest Due To Agents 


There is no such lack of interest 
in personal programs in depth in the 
life insurance field, he remarked, and 
this is due to the job the life agents 
have done. With clarified language, 
Promises in relation to benefits, and 
an agressive agency force, he said, 
same job can be done in the A&S 
ne. 

There is danger that A&S insurance 
advertising techniques, “while not 
misleading, may appeal to the wrong 
sense of values of many if not a 
substantial number of people,” Mr. 
Carney warned. 

In situations of this kind, he added, 
dissatisfaction develops, “and _ aside 
from the condemnation of the company 
agent writing the risk, the indivi- 
dual or his doctor frequently feels 
justified in resorting to questionable 
Practices to achieve their desires.” 
The American public, Mr. Carney 
observed, is one of the most claims- 
minded in the world, and “it is gener- 
ily recognized that our moral stan- 

» Particularly as they concern 
Money due or thought to be due from 
Msurance companies or other corpora- 
_ are being relaxed as time goes 


” 





YUM 








—both at 2—and 54! 





Detroit 26, Michigan 


Now That Youre Two— 
We're Even Prouder of You! 


We just can’t help bursting into verse every time the Health Insurance Associa- 
tion of America has another birthday. 


For it means we—the National Casualty Company—-are celebrating another 
birthday, too. Our own—and, by gum, now we're 54! 


And proud of the both of us. Because, son, National Casualty is one of your 
parents—yep, as a charter member, we helped “begat” you. And it’s nice to be growing 


NATIONAL CASUALTY COMPANY 
Accident & Health Division 


4 














36 











R&S INSURANCE PRINTING 


POLICIES: Life » Accident & Health 
Fire & Casualty—all lines 


MANUALS: All types 


OTHER: Annual & Special Reports 
Advertising Literature - Office Forms 


For full information and quotations write Dept. NL 


RECORDING & STATISTICAL CORPORATION 


176 Broadway * New York 38, N. Y. 
CHICAGO 6, ILL., 223 W. Jackson Bivd., HArrison 7-7357 
ReS DES MOINES, IOWA, 3119 Victoria Drive, BLackburn 5-1622 

: MINNEAPOLIS, MINN., 3841 Drew Ave., South, WAlnut 2-5922 
NEW YORK 38, N. Y., 176 Broadway, BEekman 3-4434 
ORANGE, CAL., 359 N. Maplewood St., KEllogg 2-1162 
TORONTO 2B, CANADA, 650 King Street West, EMpire 2-3257 
A E SERVICE , ’ 
NAGS © PRINTING PLANTS: Danville, Illinois * Boston * Toronto 


SALES 
OFFICES: 


*Printers to the insurance industry for more than 40 years 














JUST PLAIN HONEST INSURANCE 


Fifty-three Years of Successful Service 


in 


SICKNESS—ACCIDENT—HOSPITAL & 
SURGICAL INSURANCE FOR MEN IN 
PREFERRED OCCUPATIONS 


MINNESOTA COMMERCIAL MEN'S ASSN. 


PAUL CLEMENT, President 
2550 Pillsbury Avenue 


Minneapolis 4, Minn. 














FeNATIONAL UNDERWRITER 


“Problem” Panel Covers Range From 
Canadian Compulsory To Forand Bill 


Even though its moderater claimed 
all the subjects planned for the panel 
on “Meeting Problems Within the Busi- 
ness” had been used up by previous 
speakers, more than an hour of worth- 
while information and opinions were 
offered members of Health Insurance 
Assn. at their annual meeting in Chi- 
cago by the group headed by Armand 
Sommer of Continental Casualty. 

Mr. Sommer’s panelists were Leslie 
P. Hemry, American Mutual Liability; 
H. Lewis Rietz, Great Southern Life; 
Ardell T. Everett, Prudential; Stefan 
Hansen, Great-West Life, and Gerald 
Parker, Guardian Life. 

The elaborate report made by the 
HIA staff the first afternoon, a report 
on the survey of public attitudes 
toward A&S insurance, and the ad- 
dress of W. Sheffield Owen of Life of 
Life of Georgia just preceeding the 
panel discussion, did take the wind out 
of the sails of this group to some extent, 
but a nice recovery was made with a 
discussion of compulsory hospital in- 
surance in Canada, questions on ter- 
minations and cancellations, some re- 
marks on the Metcalf bill in New York, 
and some suggestions on how to combat 
the Forand bill. 


Describes Canadian Situation 


Mr. Hansen was called upon to tell 
something about the Canadian situa- 
tion, and he described the existing 
hospital plans in British Columbia 
and Saskatchewan. Now there is a 
government bill to subsidize provincial 
hospital insurance laws, effective July 
1. It has had the effect of encouraging 
provinces lacking such insurance laws 
to enact them in order to get on the 
government gravy train. Ontario and 
Manitoba have already enacted laws, 
Mr. Hansen said, and New Brunswick 
and Nova Scotia are in the process 
of doing so. Action is expected in 
Alberta and the one question mark is 
Quebec, which the speaker said is 
only slightly doubtful. 


Private Hospital Insurance Ending 


This means that by the end of the 
year there will be virtually no private 
hospital insurance in Canada—it will 
almost all be compulsory and _ state 
operated. 

Mr. Hansen warned that something 
like this could happen in the United 
States, and the most likely mode of 
entry would be that of creeping social- 
ism. The philosophy of divide and 
conquer might prevail: That is, the 
attack would be against hospitals in 
order to set the potent American 
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Medical Assn at rest. It might he 
proposed to have Blue Cross adminjs. 
ter such a plan in the states or on the 
federal level in order to solve the Bly 
Cross financial problem. 

Mr. Hansen hastened to add, hoy. 
ever, that he did not believe such , 
development will occur because it jg 
becoming more evident that people 
do not want this sort of thing. } 
emphasized that no government ha 
introduced such a plan and survived 
the election which followed its intro. 
duction. 

He pointed out also that the Britis, 
Columbia plan has lost money each 
year and has had to levy a 5% sales 
tax to pay the deficit. The hospitaliza. 
tion plan now amounts to 23% of the 
provincial budget, more than roads o 
education. In Saskatchewan, if the 
head of the family doesn’t buy the 
government coverage and then has ty 
go to the hospital, he is required t 
pay five years in back premiums and 
then the hospital bill he incurs, 

Mr. Hemry was asked about the 
future of Blue Cross. He said he be. 
lieves Blue Cross is becoming aware of 
the need to apply insurance principles, 
The plans have had to make use of 
personnel interested more in a career 
and a job than in a social cause, and 
in time this will produce even more 
adjustment to the insurance business 
which Blue Cross actually engages in. 

He said Blue Cross will undoubtedly 
retain some of its unique character- 
istics, but he believes the private in- 
surers and the Blue Cross will get to- 
gether to combat such common prob- 
lems as government encroachment in 
the insurance business. 


Trend To Non-Can 


Mr. Sommer said it has become al- 
most immoral to terminate commer- 
cial coverages. There seems to be a 
trend to replace commercial with non- 
can, but he thinks there is still a mar- 
ket for commercial. Mr. Rietz was 
asked to comment on this, and he said 
the panel of consumers discussing 
health insurance at an earlier session 
had stressed how much more flexibil- 
ity the voluntary approach offers. To 
accept the voluntary system, Mr. Rietz 
remarked, means to have a choice in 
types of coverage, and there are ad- 
vantages in rates, for example, in 
commercial that will keep it on the 
market. 

The public is still in need of educa- 
tion of the differences between com- 
mercial and non-can, he said, but he 

(CONTINUED ON PAGE 37) 
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Mrs. Wallace and 
Travis T. Wallace, 
president of Great 
American Reserve 
and newly elected 
president of Health 
Insurance Assn. 
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emphasized the political over-tones of 
the situation have run far ahead of 
public thinking. 

Mr. Parker, who was one of those 
most responsible for making the Met- 
calf bill far less undesirable than it 
stood originally, was asked by Mr. 
Sommer to give some slants on it. 

There were two main streams of 
thought behind the Metcalf bill, Mr. 
Parker said—coverage of the aged and 
permanent coverage for those already 
insured. 

Buyers Should Have Free Choice 


The fight on lifetime coverage was 
won by the insurers, Mr. Parker re- 
marked, on the basis that the buyers 
should be allowed to have a free 
choice of both rates and length of 
coverage. This answer is not satis- 
factory to the governor and the social 
workers in New York, Mr. Parker de- 
clared, and a lot of attention will have 
to be given to lifetime coverage. 

On cancellations, he: said if the in- 
dustry had been able to keep cancella- 
tions within bounds acceptable to the 
public, there would have been no 
problem to begin with. The idea of a 
unilateral right of termination has 
been under attack, and if the compa- 
nies are to retain that right, they will 
have to give up the practice of under- 
writing at the time of claim and limit 
themselves to practices which can be 
defended and are pretty much con- 
fined to cancelling those who abuse 
their coverage. 


Oldsters Would Favor Forand Bill 


Mr. Everett, discussing the Forand 
bill, said it will have the sympathy of 
older people. The best method of 
attack, he suggested, will be to prove 
that any form of government sub- 
sidy is bad, that it produces poor serv- 
ice,.lack of research and minimum 
benefits. 

One way of handling the problem 
might be to isolate the present group 
of aged and indigent and treat them 
on the local and state level, while 
going after the upcoming over 65 popu- 
lation via group insurance by continu- 
ing coverage on those now insured. 

The bad examples of Canada and 
other countries that have tried com- 
pulsory and such like programs may 
be used to put a little scare into the 
public and the politicians, Mr. Everett 
said. There will have to be a wide 
open battle on the matter, he averred. 


HIA Estimate Of Forand 
Bill Cost Is 200% That 
Of Department Of HEW 


Insurance companies estimate the 
cost of the additional hospital and 
medical benefits for OASI as proposed 
in the Forand bill will be 200% more 
than the estimate of the Department 
of Health, Education & Welfare. The 
data was developed by a special sub- 
committee of the actuarial and statis- 
tical committee of Health Insurance 
Assn. at the request of HEW. Figures 
Were compiled of hospital and surgical 
utilization experience by age and sex, 

d on information submitted by 
Member companies. This material, 
along with estimates of nursing home 
Costs developed with the assistance 
of the full actuarial and statistical 
committee, were applied to the OASI 
Population, and over-all cost estimates 
of the proposed Forand legislation 
Tesulted. 

_In its report to HIA, the actuarial 
and Statistical committee said it is an- 

pated that use will be made of this 
Material in testimony at hearings on 
the Forand bill. 
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LIFE INSURANCE EDITION 


Name Travis Wallace To Helm Of HIA 
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morning a report was made by Al- 
bert I. Hermalin of Institute of Life 
Insurance on the survey of the public 
attitudes toward A&S coverages that 
was conducted on behalf of Health 
Insurance Institute. This survey re- 
port was a highlight of the meeting 
—it offered the company people some 
solid ground for optimism about the 
feeling of the public toward their busi- 
ness, one of the statistics indicating 





NEW OFFICERS ELECTED 


President: Travis T. Wallace, presi- 
dent of Great American Reserve of 
Dallas. 

Vice-president: V. J. Skutt, president 
of Mutual Benefit H.&A. 

Secretary: Dutton Stahl, president and 
secretary of Iowa State Travelers 
Mutual of Des Moines. 

Chairman of the Public Relations 
Committee: J. Clay Johnson, ex- 
ecutive vice-president and general 
counsel of Royal-Globe group (re- 
elected). 

New members of the board: J. Henry 
Smith, Equitable Society (outgoing 
president); E. W. Craig, National 
Life & Accident; C. Manton Eddy, 
Connecticut General Life; H. O. Fish- 
back Jr., Northern Life of Seattle; 
Charles G. Ashbrook, North Amer- 
ican Life of Chicago; Walter O. 
Menge, Lincoln National Life; Frank 
L. Harrington, Massachusetts Pro- 
tective. 





that an overwhelming percentage of 
those interviewed had a favorable at- 
titude toward health insurance, and 
only a small fraction an unfavorable 
one. The figures ran 78% for, 4% 
against and 18% neutral. 

Support for this public opinion poll 
was provided by the panel on “The 
Customer Looks at Health Insurance” 
presided over by H. Clay Johnson at 
which representatives of buyers agreed 
that the voluntary system has made 
tremendous strides and deserves the 
highest ranking. One deficiency, the 
panelists agreed, was in the field of 
public understanding and education. 
Many insured are not versed in the 
fundamentals of insurance and do not 
know what to expect from their cov- 
erage or how to use it. 

To strengthen public confidence, 
James R. Williams, vice-president of 
Health Insurance Institute, laid out 
the proposal for advertising, suggest- 
ing a $300,000 budget for space in 
The Saturday Evening Post. He pre- 
sented on slide films some of the lay- 
outs that are planned. The emphasis 
is on the growth of health insurance 
in the last decade, an impressive 
achievement in itself, with the theme 
“The New American Security.” 

Arch E. Northington, Tennessee 
commissioner and vice-president of 
National Assn. of Insurance Com- 
missioners, concluded the Tuesday 
morning session with an address on 
the advantages of state regulation. 
Mr. Northington’s talk was interrupt- 
ed by a jack hammer operation un- 
derneath the ballroom, but after he 
ascertained this was not brought about 
from political motivation, he cut his 
talk short and offered some good na- 
tured stories as substitution. 

W. Sheffield Owen, vice-president 
of Life of Georgia, speaking on “Chal- 
lenge To Management,” observed that 
despite the phenomenal growth in A&S 


insurance, there should be recognition 
of the fact that there are many persons 
not insured and there is a big job 
still to be done. The weaknesses of 
voluntary health insurance are being 
examined by labor, government and 
others with a particular axe to grind. 
The facts of the business themselves 
are a challenge to management, Mr. 
Owen said, observing that some per- 
sons fear government encroachment so 
much that they deny the existence of 
any problem. 

This is one of the benefits of belong- 
ing to Health Insurance Assn., Mr. 
Owen remarked, pointing out that the 
HIA attitude is to examine problems 
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on their merit and attempt to find 
answers. 

Touching on some of the immediate 
matters to be solved, Mr. Owen said 
the business can take its cue from look- 
ing at those who support the Forand 
bill and how much support it has in 
order to determine how important it is 
to solve the question of coverage for 
persons over 65. In matters of this kind, 
Mr. Owen added, it is not good to have 
the public believe the insurance com- 
panies are doing nothing or, worse, 
that they are unwilling to do anything. 


Work Harder To Reduce Expenses 


Touching on loss ratios, he said the 
effort should be to work harder to re- 
duce expenses than to hold down the 
loss ratio itself. He mentioned also the 
difficulty of getting doctors to become 
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sympathetie with the idea of filling in 
aim blanks. 

Mr. Owen was followed by a panel 
discussion on “Meeting the Problems 
Within the Business,’ but the mod- 
erator, Armand Sommer, vice-presi- 
dent of Continental Casualty, com- 
plained that his thunder had been 
stolen by the previous speakers and 
panelists, especially the staff report. 
In a last minute huddle, some new 
questions were prepared and the au- 
dience was treated to better than an 
hour’s worth of information on com- 
pulsory insurance in Canada, the prob- 
lems of termination, the outlook on 
the Forand bill, and some comments 
on the Metcalf bill. Participating were 
Leslie P. Hemry, American Mutual 
Liability; H. Lewis Rietz, Great South- 
ern Life; Ardell T. Everett, Pruden- 


tial; Stefan N. Hansen, Great-West 
Life, and Gerald Parker, Guardian 
Life. 


The final session, Wednesday morn- 
ing, .consisted of a panel entitled 
“Teamwork For Better Health’, and 
an address by Ben H. Wooten, pres- 
ident of First National Bank of Dallas. 

J. Henry Smith moderated the pan- 
el, having as his board of experts Mor- 
ton D. Miller of Equitable Society; F. J. 
L. Blasingame, general manager of 
American Medical Assn.; Edwin L. 
. Crosby, director of American Hospital 
Assn., and George W. Jacobson, ex- 
ecutive president of Group Health 
Mutual of St. Paul. There was evi- 


FieNATIONAL UNDERWRITER 


Report Progress In Hospital Relations 


(CONTINUED FROM PAGE 29) 


denced in the remarks of this group 
some encouraging progress in com- 
ernment does not pay for hospital care. 
He attributed this to the phenomenal 
growth of prepayment plans, Blue 
Cross and insurance. 

Stating that he is aware that the 
companies are working on the prob- 
lem, Dr. Crosby urged them to “hurry 
up” in developing some method of 
providing out-patient care, diagnostic 
care and nursing home care. The hos- 
pitals and doctors and insured are 
looking for coverage in these fields, he 








munications between insurers and 
doctors and hospitals. No one attempt- 
ed to say that many solutions had 
been found, but it was agreed that the 
means had been discovered of getting 
together just to put out a fire, he said, 
even preventing them. 

The convention was closed with a 
luncheon at which the speaker was 
Howard Pyle, deputy assistant to the 
President. Social activities began with 
a reception Monday evening, and there 
was an informal luncheon Tuesday, a 
reception and buffet supper Tuesday 
evening. 

The next annual meeting will be 
May 4-7, 1959, at Philadelphia. 
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A GOOD OPPORTUNITY 
FOR ASSISTANT ACTUARY 
OR ACTUARIAL STUDENT 


One of the Northeast's fastest growing 
young life insurance companies, started 
business in 1954 and now has over 80 
Million of insurance in force, writing only 
Ordinary, will consider a graduate of a 
recognized actuarial course or a person 
with equivalent experience. 


The position offers study time, diversified 
experience and opportunity for promotion 
to Company Actuary within two years. 
Write Paul L. Laffey, General Manager, 
Farm Family Life Insurance Company, P.O. 
Box 656, Albany |, New York. Give salary 
requirements, enclose a description of your 
experience and background. 








HAVE YOU HEARD? 


YOU may be the man we're looking for! 
Federal Life, a modern and progressive 
company is looking for an Accident— 
Health Supervisor and Policy Analyst. The 
right man must have field and home office 
experience and live in the Chicago area. 

Salary is open and so is opportunity in 
newly created position. Address all in- 
quiries to: 

EMERY HUFF, AGENCY VICE-PRES. 
FEDERAL LIFE INSURANCE COMPANY 
6100 N. Cicero Ave., Chicago 46, Illinois 
All replies held in strictest confidence. 








AVAILABLE 


FIELDMAN with twelve years experience as 
Specialist in A & H and Life Insurance. Prefer 
Florida or Southern territory, but will consider 
others. Excellent Production record. Address 
Box A-46, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








UNDERWRITING EXECUTIVE 
Our company, one of Wisconsin's largest 
automobile and fire insurers, is organizing 
a life insurance affiliate. We have an ex- 
cellent opportunity for a man with at least 
2 years of home office life underwriting 
experience, to head up the life under- 
writing division of our home office in 
Madison. We want a man between 25 and 
40 years of age who has the ability and 
experience to help in the initial organiza- 
tion of the life company. 

Salary will depend on individual qualifi- 
cations. Our full line of benefits are paid 
for by the company. 

Write, giving your qualifications to: 
Personnel Services 
FARMERS MUTUALS 
3099 E. Washington Madison, Wis. 








ASSOCIATE, ACTUARIAL 
CONSULTING FIRM 


Old and nationally known firm of actuarial 
and pension consultants has Associateship avail- 
able to insurance accountant capable of han- 
dling procedures covered by LOMA examina- 
tions including preparation of company annual 
statements. Actuarial experience helpful but not 
essential. Liberal salary, b and pensi 
plan in operation. Write in full confidence to 
Box A-32, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 











AVAILABLE 

24 years Insurance Experience, 12 of which Life 
Insurance Management and Accident and Sick- 
ness and the other 12, Fire and Casualty. 
Present age is 42. Interested in a position that 
offers a five figure salary in Southern Oakland 
County, Michigan. Address Box A-44, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








METHODS SUPERVISOR 
Position open for experienced methods super- 
visor with managerial capacity to coordinate 
departmental procedures. A 66 year old fast 
growing midwestern life insurance company 
has career opportunity for qualified man. Pre- 
fer man experienced in punch card or elec- 
tronic accounting. Salary open. Write in full 
confidence to Box A-47, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chi- 








cago 4, ‘Illinois. 





declared. Another important problem, 
he added, is coverage for the aged. 

Dr. Blasingame said medicine and 
insurance are making “steady, con- 
tinuing progress in teamwork,” and 
added he would like to put stress on 
“continuing.” 

It is no longer a matter of getting 
together just to put out a fire, he said, 
but to look ahead and even prevent 
problems. He admitted there will be 
outbursts of criticism from doctors or 
even groups of doctors, but he re- 
minded the HIA audience that doc- 
tors are human and said they should 
remember that the AMA is the of- 
ficial voice. 

Most of the problems are not of a 
grievance nature, he said, but are of 
the type that call for positive planning 
ahead. 

Mr. Jacobson said those who work 
in the consumer field are not con- 
vinced that prepayment by itself is 
enough, and he raised three questions 
to make his point. 

1. Does the prepayment plan en- 
courage or enforce the most efficient 
use of health care facilities and re- 
sources? Indemnity plans, he said, in- 
cluding Blue Cross and Blue Shield, 
which make fuller use of hospital and 
medical services, are making it easier 
for people to pay for them, but this 
does not necessarily lead to the best 
and most efficient use of the services. 

2. How does the plan affect or in- 
fluence the mode of medical practice? 
Does it encourage the physician, or 
does it inhibit him, in seeking the best 
way of serving the patient and solv- 
ing the health problem? Mr. Jacobson 
said one of the admitted limitations 
of indemnity plans, including Blue 
Shield, is that they must define and 
limit the services for which they will 
pay, and despite efforts to broaden 
coverages and permit discretion on 
the part of physicians, the limitation 
is still a serious problem. 


Emphasize Health Conservation 


3. Is the accent on illness or health? 
Does the plan encourage health con- 
servation and early attention to health 
problems? Indemnity plans, empha- 
sizing hospitalization and surgery, have 
a serious limitation in this respect, 
Mr. Jacobson said. They provide pay- 
ment to the physician only when the 
patient is ill, while service plans have 
the advantage to emphasize health, 
health conservation and early atten- 
tion to health problems. 

4. Which approach to the problem 
promises the most success in keeping 
the costs of hospital and medical care 
within bounds? Which has the most 
effective safeguards against unneces- 
sary and wasteful utilization of med- 
ical facilities and resources. Mr. Ja- 
cobson said there are many authorities 
who are convinced that the indemnity 
plans, especially Blue Cross, are being 
widely abused. The plans providing 
comprehensive medical service have 
found it is cheaper to use their own 
resources to cover hospital costs than 
to insure through Blue Cross or other 
cash-payment plans, because their 
members do not require anywhere the 
amount of hospitalization that the av- 
erage subscribers to such plans get. 
This is not because the medical serv- 
ice plans do not hospitalize members 
when they need it, he said, but rather 
that they avoid unnecessary hospital- 
ization, use clinic facilities for serv- 
ices that others get in hospitals and 
get to their patients’ problems before 
hospitalization is necessary. 
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Give Program Of Indiana 
Agents’ Meet, May 23-24 


Indiana Assn. of Life Underwriters 
has completed the agenda of its May 
23-24 annual meeting in Indianapolis 

Speakers include Bert Palo, Pry. 
dential, South River, N. J.; Donald 
Barnes, vice-president Institute of 
Life Insurance; A. N. Guertin, actu. 
ary American Life Convention; Car. 
lyle Dunaway, counsel National Assn, 
of Life Underwriters; Indiana Com. 
missioner Palmer; Bernard Haugh 
assistant director Purdue institute: 
Martin Guon, Metropolitan, Oak Park 
Ill., former board member of GAMC: 
Nate Paulus, State Mutual, Dayton 
current board member of GAMC; and 
four Indiana legislators, Sens. J. R 
Townsend and James Spurgeon, ang 
Reps. Grattan Downey and Walter 
Maehling—all members of the joint 
non-partisan legislative committee ip. 
vestigating A&S in the state. 

Pattern of the 2-day meeting calls 
for platform presentations and open. 
forum discussions to develop recom. 
mendations for action to be presented 
to the business meeting May 24. 

First of the open forums will be on 
“Shall Indiana Form a State General 
Agents & Managers Association?” The 
state now has local managers associa. 
tions in Indianapolis, Evansville, Fort 
Wayne, and Terre Haute. The forum 
will be moderated by Francis Davis, 
Indianapolis Life, Marion, former 
state president. 

An open forum will follow the panel 
report of the legislative committee, 

At 8 p.m. May 23, after an address 
by Mr. Guertin, three concurrent fo- 
rums will open: “Gimmick Policies 
and Gimmick Sales,” moderated by V. 
J. Harrold, past president and retired 
general agent Lincoln National, Fort 
Wayne; “The Blues,” Harry Foreman, 
American United, Kokomo; and “The 
Legislative Outlook,” Hastings Smith, 
New England Life, Indianapolis, fea- 
turing Oren Pritchard, Union Central, 
Indianapolis, vice-president of NALJU, 
and Judge John Kendall, association 
legislative counsel. 


Will Discuss Gimmicks 


At 9 p.m. an open forum will begin 
on the license examination controver- 
sy moderated by J. R Townsend Sr, 
general agent Equitable of Iowa, In- 
dianapolis. 

Saturday morning, May 24, will open 
with a Lamppost Club (past presi- 
dents) breakfast limited to club mem- 
bers and hearing a “Stewardship Re- 
port” from the current state presi- 
dent, Leon Lawhead, National of Ver- 
mont, Indianapolis. The rest of the 
morning will be devoted to the annual 
business meeting, election of officers 
and presentation of the “Hoosier life 
underwriter of the year” award, the 
association’s top honor. 

Commissioner Palmer will address 
the closing luncheon. This luncheon 
will also be the opening event of the 
annual meeting of Indiana A&S Assn, 
whose business meeting will follow. 


Mack Kehoe, public relations man- 
ager of Miller Brewing Co. spoke on 
“Sell Public Relations—It’s A Good 
Policy” at the May meeting of Milwau- 
kee A&H Underwriters Assn. 





LIFE VOLUME 11/, MILLION PLUS 
COMBINED WITH ACCIDENT & 
SICKNESS AND GROUP 


In Chicago's North and Northwest 
Suburbs. Two established, aggre 
sive young men who wish a gen 

agency with a Company having 
forward looking ideas. Address Bor 
#A-50, c/e The National Under 
writer Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. | M 
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LIFE INSURANCE EDITION 


Supermarket Concept Won't Hurt: Cameron 


(CONTINUED FROM PAGE 2) 


insurance salesman must remain dom- 
inant. 

“There will be room in the field of 
personal insurance for many forms of 
operation but we in the Guardian ex- 

t to continue to stay in the fore- 
front of the market.” 

The Leaders Club of the eastern 
group met at Miami Beach; the west- 
ern group at Colorado Springs. 

Vice-president Daniel J. Lyons 
opened the Florida meeting, and after 
commenting on the record number of 
Leaders Club qualifiers, introduced 
Leaders Club President Edward H. 
Mattingly of Atlanta, who served as 
chairman. 

Vice-president George T. Conklin 
Jr. discussed the current economic 
outlook. : 

“We are definitely in a recession, 
and we should be concerned about it,” 
he said. “However, we are not headed 
for a depression, and we should look 
at the present recession in the proper 
perspective. 

“From an over-all, realistic stand- 
point, the recession to date has been 
mild. It would be foolhardy to expect 
any economy to operate under a full 
head of steam all the time. Reces- 
sions are inevitable in a dynamic free 
economy, and we should not look up- 
on them as a prelude to a deep de- 
pression.” 

Taking a position between the op- 
timists and the pessimists, Mr. Conk- 
lin said the decline may go further 
and that the upturn might not come 
before 1959. However, he advised 
those present not to focus too much 
attention on the short-term outlook. 


Predicts Upward Trend 


“You should realize that we are 
only undergoing a cyclical adjustment 
in a strong upward trend,” he said. 
‘The tremendous scientific break 
through in the last decade, coupled 
with expenditures on research of all 
types, means that the long term 
growth trend in our economy may be 
greater in the future than it has been 
in the past. The future of this country 
is bright indeed, and the life insur- 
ance industry will be prominent in 
that future.” 

James A. McLain, Guardian’s chair- 
man, presented awards to the 1957 
production leaders. A highlight of the 
ceremony was the presentation of a 
special plaque to members of Guard- 
ian’s Million Dollar Club, who paid 
for more than a million of individual 
life insurance in the Guardian last 
yer. Two of the “millionaires’— 
James P. Poole of Atlanta, company 
leader in production in 1957, and Leo 
R. Futia, of Buffalo discussed some 
of the things that had helped them 
gain life membership in the Million 
Dollar Round Table, stressing the im- 
portance of determination, self-analy- 
sis, and continuous efforts to increase 
knowledge and improve techniques. 

At the western regional, Mr. Mc- 
lain also presented awards to the 
1957 production leaders. He spoke on 
the economic outlook, saying that “we 
ae on the verge of the greatest dec- 
ade in the history of our country.” 

At both the eastern and western re- 
tionals there were room-hopping ses- 
ons, and talks by home office offi- 

, agents and managers. 
At the President’s Club meeting at 
i Beach, the program included 
italk by David Stock, prominent New 
ork tax lawyer and lecturer on es- 
late planning. 


YIM 


“For many reasons, an insured buy 
and sell agreement is far superior to- 
day to a stock redemption plan for 
the close corporation,” he said. “There 
are no tax advantages in stock re- 
demption, and from every other as- 
pect the buy and sell agreement of- 
fers many advantages.” 


Suggests Raising Salaries 


Commenting on the “psychological 
resistance on the part of the stock- 
holders to buying the insurance need- 
ed to finance the buy and sell agree- 
ment out of personal income,” he 
suggested the possibility of raising 
the stockholders’ salaries to a reason- 
able extent, or using the minimum 
deposit approach. 

“If you do need to use stock re- 
demption, the corporation should be 
the complete owner of the policy” he 
continued. “There should be no pro- 
vision regarding the continuance of 
the insurance or the application of 
the proceeds.” 

Turning to partnerships, he again 
stressed the advantages of buy and 
sell agreements, with cross-ownership 
of insurance, over the entity ap- 
proach. 


Agree On Tests For 
Financed Insurance 


(CONTINUED FROM PAGE 1) 
able tax treatment or a drop in his 
income, which would reduce his tax 
bracket and affect the value of the in- 
terest deduction: to him. 

3. “The value of maintaining other 
liquid reserves should be considered.” 

The buyer must be made to under- 
stand that with the financed plan the 
usual ordinary-life cash values that 
are available for emergencies won’t be 
there and alternative accumulations 
should be built up if they are not al- 
ready at hand. This explaining is par- 
ticularly necessary where cash values 
of existing policies are being used to 
finance the purchase of new insur- 
ance and/or pay for future premiums, 
Mr. Arden said. 

4. “The purchaser should be ap- 
prised of the possible effects of fu- 
ture changes with respect to (1) the 
insured’s income and taxes applicable 
thereto; interest rates; (c) dividends; 
(d) net protection; (e) tax laws.” 

5. “The manner in which loans may 
be liquidated should be discussed.” 


Loan Would Be Liquidated 


Of course, the loan would be liqui- 
dated from the proceeds if still in 
force at death. But in many cases 
sales are made to young men who 
can anticipate much higher future 
earnings, such as young doctors and 
young lawyers or who can anticipate 
to inherit money or a business. In 
such types of cases the financed plan 
is the ideal way of owning an ade- 
quate amount of life insurance, Mr. 
Arden believes. Or the policyholder 
may reach a point, say, in 10 years 
where he is in a position to pay pre- 
miums without further borrowing, 
though unable to pay off the loan. 
He can freeze the loan and pay only 
interest and premiums from then on. 
If he should later be in a position 
to restore the policy’s full cash value 
he can do it; otherwise the loan is 
liquidated at his death. 

6. “The agent should invite the ap- 
proval of the purchaser’s legal and 
financial advisers.” 


This is advisable, Mr. Arden pointed 
out, because the agent may well be 
dealing with tax law implications that 
are beyond the comprehension of the 
prospect. 

The set of six guideposts, said Mr 
Arden, represents the thinking and 
discussion of producers who have 
been selling financed life insurance 
for many years and who represent 
many different viewpoints and geo- 
graphical areas. It is the belief of the 
association that any sale of financed 
life insurance that does not conform 
with the six guiding principles should 
be regarded as an abuse. 


In the resolution unanimously 
adopting the six-point declaration, 
AALU said: “We believe that the 


development of financed life insurance 
is essential to protect and promote 
the long-term interest of life insur- 
ance buyers and owners in the light 
of an ever-changing economy.” 
Incidentally, the AALU has adopted 
the designation “financed life insur- 
ance” rather than bank-loan, because 
of the great number of plans sold now 
in which the insurer is the lender and 
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Pole-Vault Champ To 
Speak At NALU Meeting 


CONTINUED FROM PAGE 1 


new “Wheaties Sports Federation,” 
an informal association sponsored by 
General Mills to support the objectives 
of President Eisenhower’s Council on 
Youth Fitness. 

The Monday “continental break- 
fast,” tried out as an experiment in 
1956 and 1957, has now been incorpo- 
rated into the convention schedule as 
a fixture and will be a feature at Dal- 
las. 

Presentation of the John Newton 
Russell award will be the last item 
of convention business on Friday, 
Sept. 12. 

“We are exceedingly fortunate to 
secure Bob Richards as a Convention 
speaker,” said Managing Director Les- 
ter O. Schriver. ‘““Many NALU mem- 
bers have heard him around the coun- 
try. In describing him they use such 
expressions as ‘exciting,’ ‘forceful,’ in- 
teresting every minute,’ and ‘dynam- 
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HEtp in paving the 
way for successful in- 
terviews is provided 
North American field 
men by newspaper ads 
like this appearing 
nationally in Nalac 
arkets. : 
mits one way Nalac s 
CONFIDENT LIVING 
approach is working to 
assure CONFIDENT 
SELLING for be gee 
omplete portfolio 
Lite cal S&A. Ask for 
Brochure BO-321. 





—— a 





* Exclusive North American 
service mark 














Over 
$34, Billion of 
Life Insurance 
in Force. 


Home Office: 
Minneapolis, Minnesota 


Canadian Head Office: 
Hamilton, Ontario 











“Don’t look back, 
something might be 
gaining on you!” 


Satchel Paige, the ageless Negro pitcher, first 
came to fame back in the 1930’s when he played 
semi-pro baseball. He threw a ball so fast the 
opposing team seldom scored more than a hit or 
two in any game. He frequently called in the out- 
field and proceeded to strike out the batters in 
one, two, three order. He was old then, but in 
1953 he was still going strong. Someone asked 
Satchel what rules he followed to stay so young 
and active. Here was his reply: 


“Avoid fried foods, which angry up the blood. 
If your stomach disputes you, lie down and 
pacify it with cool thoughts. Keep the juices 
flowing by jangling around gently as you move. 
Go very light on the vices such as carrying on 
in society. The social ramble ain’t restful. 
Avoid running at all times. Don’t look back, 
something might be gaining on you.”’ 


It’s that last bit of advice I like most of all. If 
we could train ourselves to plan ahead for prob- 
lems we are bound to face, we’d all have more 
peace of mind and perhaps live longer. 


One of the problems you will face eventually is 
money for retirement. North American’s life- 
time income plan will help you solve it by pro- 
viding a regular check every month of your 
life, from the retirement day you specify. Or, 
if something happens to you, your family will 
still receive a regular monthly income. Your 
North American representative will be glad to 
explain this plan for your future—that will 
give you more ‘‘Confident Living’’ today. 


Call on the North American repre- 
sentative in yous 
U 


NORTH AMERICAN 
H.P. Skoglund—President J. E. Scholefield, CLU—Vice President, Director of Agencies 


NORTH AMERICAN INSURES CONFIDENT LIVING 












State karm Lite 
hangs its hat 


from coast to coast 


Eight complete “home offices away from home” 
give fast next-door service to our agents everywhere 


State Farm Life’s leadership in decentralization keeps a 
very large organization in close personal touch with our 
agents. Each of our eight separate, independent Regional 
Offices is an exact duplicate of State Farm’s Home Office 
in Bloomington, Illinois. 

This system places the facts... and the authority to 
make decisions ... practically at each agent’s doorstep. 
The result: faster action on applications and benefits, 
better relations with our ‘policyholders, and a distinct 


Companion company of State Farm Mutual Automobile Insurance Company and 


State Farm Fire and Casualty Company. Home Offices: Bloomington, Illinois 

















new business advantage for every State Farm Life agent. 

Our company was a pioneer in Life Office decentraliza- 
tion. No other life insurance company has ever attempted 
to operate a full service involving every transaction, on 
such a wide-spread regional basis ... with casualty and 
fire lines provided by companion companies. 

We believe that by providing our agents with the most 
modern and efficient business techniques, we are helping 
them to grow and prosper in the years ahead. 


STATE FARM 


State Farm Life insurance Company 
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